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ee ss BRRIEFLY-—HERE ARE THE PLANS 9 


first & finest 


UNION MUTUAL, one of the first mutual life companys to write | 
-NON-CAN, still leads the field with the finest 
SICKNESS and ACCIDENT contracts... /!! 


LONG TERM — Issued to Age 50 — Renewable to 60 } Limit 


Ist, 31st, 61st or 91st Day Accident — Payable for 10 Years each Claim or Life $ 
31st, 61st or 91st Day Sickness — Each Claim Payable up to 10 Years > 
Policy is Non-Cancellable — Non-House-Confining — Non-Aggregate 





Incontestable — Guaranteed Renewable — Non-Prorating — Retroactive Waiver Monthly Indemnity, 
of Premium after 90 Days of Total Disability Medical Required 
2 @ 
INTERMEDIATE or Short Term — Issued to Age 55 — Renewable to 65 Limit 
Ist, 4th, 8th, 15th or 31st Day Accident — Payable for 2 Years, 5 Years, each $ 
Claim or Life 


4th, 8th, 15th or 3lst Day Sickness — Each Claim Payable up to 1 or 2 Years 

Policy is Non-House-Confining — Non-Cancellable — Non-Aggregate Monthly Indemnity, 
Incontestable — Guaranteed Renewable — Non-Prorating — Retroactive Waiver Medical Required 
of Premium after 90 Days of Total Disability Above $200 


\ 
ACCIDENT ONLY — Issued to Age 59 — Renewable to 70 (One-half Limit 


Benefit if Injured after 65) - $ AQ 0 
Ist, 4th, 8th, 15th or 31st Day Accident for 2 Years, 5 Years, each Claim or Life 

Up to $40,000 Accidental Death Benefit Monthly Indemnit 
$500 — Blanket Accident Medical Expense a ii ca - 
Up to $200 per Month Additional for 3 Months — for Travel Accident j 


; OPTIONAL Up to $12.00 — Daily Hospital or Nurse Benefits (Up to 90 


Days each Claim) 


Up to $300— Surgical Schedule 

Up to $40,000 Accidental Death Benefit 

$500 — Blanket Accident Medical Expense 

Up to $200 per Month Additional for 3 Months — for Travel Accident 
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LIFE INSURANCE COMPANY 


UNDERWRITERS, YOU, TOO, CAN ADD 
UNION MUTUAL'S NON-CAN COVERAGES 
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TO YOUR SALES KIT. WRITE FOR Home Office PORTLAND, MAINE 
‘4 BOOKLET, "MONEY IN YOUR POCKET" Rolland E. Irish, President 
j Robert C. Russ, Agency Vice President 
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D. L. Alford, Jr. 
David H. Andrews 
E. Frank Andrews 
M. B. Andrews, Jr. 
W. H. Andrews, Jr., C.L.U. 
Edgar W. Arnold 

E. H. Bachschmid 
J. V. Barringer 
Carter A. Bassett 
W. A. Bethune 

W. H. Branch 

W. Lester Breoks 
Troy ©. Carroll 
James E. Cashatt 
R. Marshall Clegg 
L. Roy Cloninger 
J. T. Comer, C.L.U. 
T. Barker Dameron 
William H. Daniel 
J. Wendell Davis 
Walter L. Davis 
James P. Deal, C.L.U. 
Walter Den Herder 
Wm. J. Donald 

Leo Douglas, C.L.U. 
J. P. Duncan 
Gurney E. Edgerton 
Alfred P. Farrar 
Robert C. Flemister 
M, W. Fields 
Patrick J. Fogarty 
J.P. Fritts 

Neal Gibson 
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Rocky Mount, N. C. 
Statesville, N. C. 
Greensboro, N. .C 
Goldsboro, N. C. 
Greensboro, N. C. 
Harriman, Tenn. 
Arlington, Va. 
Norwood, N. C. 
Wichita Falls, Texas 
Charlotte, 'N. C. 
Chapel Hill, 'N. C. 
Charlotte, N. C. 
Waco, Texas 
Charlotte, N. C. 
Greensboro, N. C. 
Amarillo, Texas 
Gastonia, N. C. 
Goldsboro, N. C. 
Austin, Texas 

Oak Ridge, Tenn. 
Chattanooga, Tenn. 
Knoxville, Tenn. 
San Diego, Calif. 
Dallas, Texas 

El Paso, Texas 
Marshall, Texas 
Fayetteville, N. C. 
Athens, Ga. 
Birmingham, Ala. 
Fayetteville, Ark. 
San Antonio, Texas 
Chattanooga, Tenn. 
Sherman, Texas 


QUALITY AWARD 


I. W. Gillett 

Carl H. Green 
Randolph S. Griffin 
John B. Hagin 
Felix L. Hargis 
Glenn R. Harper 
Howard C. Harper 
Ed M. Hicklin 

W. Dick Hinton 

C. C. Hooks 
Kermit B. Hunt 
Jefferson M, Jenkins 
Ralph Johnson 

Joe R. Joyner 

C. Gates Kimball 
Harry Laue 

A. Joyner Lewis 
Mills C. Luter 

Tom G. Maxwell 

Al L. Mayberry 

W. A. Meyerhoeffer 
Clay R. Miller 
LeRoy C. Mumme 
Edwina MacGregor 
John L. McCann 
E. M. McEachern 
Wade H. McKinney 
James E. McKnight 
F. V. McNair, Ill 
Walter L. Nance 

J. H. Norsworthy 
Dorman T. Payne 
Buford T. Pedigo 
James A. Purdy 

C. Frank Radcliff 


WINNERS 1952 


El Paso, Texas 
Birmingham, Ala. 
Rocky ‘Mount, N. C. 
Norfolk, Va. 

Fort Worth, Texas 
New Orleans, La. 
Mobile, Ala. 
Burlington, N. C. 
Greensboro, N. C. 
High Point, N. C. 
Gadsden, Ala. 
Laurinburg, 'N. C. 
Dayton, Ohio 
Waycross, Ga. 
Charlotte, N. C. 
Fort Worth, Texas 
Jacksonville, N. C. 
Suffolk, Va. 
Hickory, N. C. 
Orlando, Fla. 
Johnson City, Tenn. 
Salisbury, N. C. 
San Antonio, Texas 
Houston, Texas 
Charlotie, N. C. 
Wilmington, N. C. 
Little Rock, Ark. 
Mooresville, N. C. 
Bethesda, Md. 
Concord, N. C. 
Paducah, Ky. 
North Wilkesboro, N. C. 
Miami, Fla. 
Cleveland, Ohio 
Norfolk, Va. 


Harvey N. Radcliffe 
Elbert S. Reeves 
Wilbur A. Reynolds 
Frank R. Richardson 
A. F. Roberts, Jr. 
Fred Roberts 

M. A. Rosoff, C.L.U. 
Richard F. Ross 
Robert L. Sanders, Jr. 
O. P. Schnabel 

Wom. J. Schnabel 
Clyde T. Shaw 

Frank H. Shinn, C.L.U. 
Stanley Simpson 
Albert Lee Smith 

F. McKey Smith 

P. Lee Smith 

E, Fred Smock 

Fred D. Stallings 
Donald S. Stark 
Stanley Sturm 

Ben L. Tabor 

Joe C. Toffelmire 
Jack Umstead 
Reese B. Walter 

J. A. Webster, Sr. 
J. A. Webster, Jr. 
Ferrell P. Wellman 
Hoke D. White 


James A. White, C.L.U. 


W. H. White 
S. Baxter Wilson 


Now More than a Billion Dollars Insurance in Force! 





Jefferson Standard 
LIFE INSURANCE CO. 


HOME OFFICE © GREENSBORO, N.C. 


Cong Al tov, 


FOR A JOB WELL DONE! 


The National Quality Award is a badge of honor. It is recognition of the underwriters’ accomplish- 
ments . . . of the superiority of their standing, their relation to their profession and the excellent 
quality of their salesmanship. Congratulations to these Jeffersonians who are, in the best sense, 
builders of prestige and success for themselves, their company and the industry. 





Wilmington, N. C. 
Atlanta, Ga. 
Durham, N. C. 
Concord, N. C. 
Lubbock, Texas 
Dallas, Texas 
Philadelphia, Pa. 
Ft. Lauderdale, Fla. 
Memphis, Tenn.. 
San Antonio, Texas 
San Antonio, Texes 
Asheboro, NN. C. 
Concord, IN. C. 
Atlanta, Ga. 
Birmingham, Ala. 
Washington, D. C. 
High Point, N. C. 
Louisville, Ky. 
Reidsville, N. C. 
Cincinnati, Ohio 
Greensboro, N. C. 
Harrisburg, Pe. 
Albuquerque, 'N. M. 
Memphis, Tenn. 
Kinston, N. C. 
Savannah, Ga. 
Savannah, 6a. 
Ashland, Ky. 
Albemarle, N. ©. 
Charlotte, N. C. 
Sanford, N. C. 
Florenee, Ala. 









tb 


NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 11, 1952 


Ac 


Mana 
Tries 
Atlan 


First 
For CG 


Salute, o° im 


meeting 
since its 
heard t 





to Charles E. Cleeton, c.1.u., 


. c. w. C 
for distinguished service to morning 
Sales Se: 
Charle 
‘ ‘ manager 
life underwriters everywhere. iy goes | 
7 : fice as 
| chairma 
| spoke b 
| Zimmer 
| L.LA.M. 
for the | 
Magazin 
ment”. 
Marti 
Life, Ch 
a Winn 
Dolwick 
western 





- John 
tional, 
tary of 


ccidental Manage 


afternoo! 


° Campbe 
Li ray W 
and Ma 
INSURANCE COMPANY ~* OF CALIFORNIA cock, Ne 
HOME OFFICE + LOS ANGELES ogee 
was elec 
_ Osborne 
( treasure 





Fk 

















about “<S 
perity” ; 
eneral 
ife at 
“Morale 
Penn M 
the prog 
~ Chairn 
preside ; 








ond Day 


NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 11, 1952 


3 








—_————— 


Agents and Managers in Limelight 





es Its Legs at 
| Atlantic City Rally 


| First Annual Meet 
For Group Formed 
One Year Ago 


The General Agents & Mana- 
gers Conference, holding its first 
meeting at an annual convention 
since its formation a year ago, 
heard three speakers Thursday 


Cc. W. Campbell W. J. Nenner 


morning, the gathering being con- 
current with the Agents’ National 
Sales Seminar. 

Charles W. Campbell, Newark 
manager of Prudential, who short- 
ly goes to the Prudential home of- 
fice as vice-president, presided as 

| chairman of the conference and 

| spoke briefly. Then Charles J. 
Zimmerman, managing director of 
L.IL.A.M.A., presented the award 
for the best article in “Manager’s 
Magazine” and “District Manage- 
ment”, 

Martin M. Guon, Metropolitan 
Life, Chicago, spoke on “Building 
a Winning Team”; Raymond J. 
Dolwick, general agent of North- 
western Mutual at Cleveland told 





_ John D. Marsh, Lincoln Na- 
tional, Washington, D. C., secre- 
taty of N.A.L.U., was elected 
chairman of the General Agents & 
Managers Conference Wednesday 
afternoon, succeeding Charles W. 
Campbell, Prudential, Newark. 
Ray Wertz, Reliance Life, Detroit, 
and Manuel Camps, Jr., John Han- 
cock, New York City, were elected 
vice-chairmen, and Judd C. Ben- 
son, Union Central, Cincinnati, 
was elected secretary. Treasurer is 
| Osborne Bethea, the N.A.L.U. 
( treasurer, ex-officio, 





about “Stimulating Agency Pros- 
perity”; and Edward L. Reiley, 

‘neral agent of Mutual Benefit 
Life at Philadelphia talked on 
“Morale Building”. W. J. Nenner, 
Penn Mutual, Cleveland, arranged 
the program. 

Chairman Campbell will again 
Preside at the General Agents & 


With Managers’ Conference 


Some Feel Managers’ 
Group Is Dominant 
Influence in N.A.L.U. 


By HOWARD J. BURRIDGE 


At Tuesday’s meeting of the Na- 
tional Council it developed that 
there are some agent members of 
N.A.L.U. who believe their repre- 
sentation in the organization should 
take the form of an agents’ council 
on the same level with and having 
equal importance to the General 
Agents & Managers Council. 

When the report of the agents’ 
committee was presented there 
were many who spoke both for and 
against this idea, and while it 
could not be said that “feeling ran 
high” it was nevertheless true that 
several spoke vigorously, even ag- 
gressively, and with some persis- 
tence. 


Give Producer Higher Status 


Most of those who expressed 
themselves as favoring the change 
apparently feel that the meetings 
of the agents’ committee, and their 
relative unimr -rtance, do not give 
the producing agent the status he 
deserves. There was comment to 
the effect that not infrequently 
agents prefer to discuss their prob- 
lems among themselves and not in 
the presence of general agents or 
managers. It was contended that 
the total membership of the associ- 
ation consists overwhelmingly of 
agents. One speaker remarked that 
the general agents and managers 








Managers Conference luncheon 
Thursday afternoon at which the 
speaker will be A. J. McAndless, 
president of Lincoln National Life, 
whose topic will be “‘Reinsurance 
—Its Place and Purpose in Field 
Management”. 


constituted between 16 and 17% of 
the total membership. 

As the discussion proceeded it 
became clear that many in the as- 
sociation, including some of those 
advocating an agents’ conference, 
did not understand the workings of 
the agents’ committee and did not 
realize that they could attend the 
agents’ committee meetings, dis- 
cuss their problems there, take 
such action as might be desired, 
and have a complete forum without 
necessarily creating a new organi- 
zation. 


Few at Committee Meeting 


For instance, it developed that 
some attending the national gather- 
ings do not arrive on Monday but 
plan to show up Tuesday or even 
as late as Wednesday, when the 
general sessions begin. The com- 
mittee meetings for some years 
have been held on Monday and on 
that day it may be that a large 
number of agents are not on hand. 

There was some criticism of the 
fact that the committee meetings, 
perhaps as many as six or eight of 
them, are held at the same time on 
Monday and that attendance at all 
of them could be increased if they 
were held at different times during 
the day or even later in the week. 

Some of those who spoke with 
some enthusiasm about the estab- 
lishment of an agents’ conference 
were from rural areas and they said 
that most of their members were 
agents rather than general agents 
or managers. They explained that 
they were interested only in the 
problems of the soliciting agent, 
not in management questions or in 
fact any other phase of the business 
going beyond actual production. 
At times it was indicated that they 
knew less than might have been 
expected about how the National 
association functions, what com- 
mittees it has, how fully they 


might participate in any of the 
(CONTINUED ON PAGE 39) 





Members of the 
federal law and leg- 
islation committee: 
David Marks, Jr., 
New England Mu- 
tual New York 
City; N. H. Seefurth, 
Northwestern Mu- 
tual, Chicago, com- 
mittee chairman, and 
Gerard S. Brown, 
Penn Mutual, Chi- 
cago. 


Managers’ Conference Seek Agents’ Body Coexistent Giant Agents’ Sales 


Seminar Spotlights 
Five Top Producers 


D. B. Fluegelman Presides 
at Feature of N.A.L.U. 
Atlantic City Convention 


By ROBERT B. MITCHELL 


The super sales congress known 
as the Agents National Sales Sem- 
inar was the big attraction Thurs- 
day morning for producers and 
others interested in scooping up a 
load of usable sales ideas. Run- 
ning concurrently was the General 
Agents & Managers Conference. 

The attendance at the National 
Sales Seminar is so large that it is 
customary to hold them in the 
same hall as is used for the general 
convention, the gathering place at 
the Atlantic City convention being 
the Casino theater of the famous 
Steel Pier, almost across the board- 
walk from the headquarters hotel, 
Haddon Hall. 

David B. Fluegelman, vice-presi- 
dent of N.A.L.U. and an agent of 
Northwestern Mutual at New York 
City, presided. His officiating in 
this capacity at a sales seminar 
was doubly appropriate, for not 
only is he an officer of N.A.L.U. 
but he is an outstanding personal 
producer, having been a regular 
qualifier for the Million Dollar 
Round Table for a number of years. 


Factual, Inspirational 


Following the invocation by 
Rabbi Aaron Decker of Commun- 
ity Synagogue, Atlantic City, there 
were five talks with a good distri- 
bution between the factual and the 
inspirational. The speakers and 
their subjects, which are reported 
elsewhere in this issue, were R. 
Braddock Dinsmore, Provident 
Mutual, Princeton, N. J., “Clientele 
Building Through Use of the 
Audit”; William Cooper, Pruden- 
tial, Manchester, Conn., “The Emo- 
tional and Romantic Appeal of Life 
Insurance”; Glen R. O’Laverty, 
Business Men’s Assurance, Bluff- 
ton, Ind., “What Are You Sell- 
ing?”; W. M. Smith, Metropolitan 
Life, Rutherfordton, N. C., “Three 
Essentials of Life Underwriting” ; 
and N. Dean Rowe, Mutual Life, 
Johnson, Vt., “What Will People 
Say?”. 

Wednesday noon the women of 
the convention, and there was a 
good turnout of them, were in the 
spot-light. There was a joint 
luncheon of the committee of wo- 
men underwriters and the Women’s 
Quarter Million Dollar Round 
Table at which Elsie Doyle, Union 

(CONTINUED ON PAGE 39) 
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Guon Tells Managers 


What Morale- 


By MARTIN M. GUON 


We have all heard talks and 
read articles extolling the virtues 
of various man- 
agement tech - 
niques in a life 
insurance 
agency opera- 
tion. By the 
same token 
every man in 
this room has 
developed what 
he considers a 
good method of 
building a suc- 
cessful sales or- bya 
ganization. In my humble opinion 
there aren’t any really new ideas 
of how to effectively manage a 
district or general agency staff. 
Thus, in my discussion of how we 
built a better organization by de- 
veloping the team concept, the 
idea that every man in our agency 
is a valuable member of our team 





M. M. Guon 





Manager of the Kenwood (Chi- 
cago) district of Metropolitan Life, 
Martin M. Guon addressed the Gen- 
eral Agents & Managers Conference 
of N.A.L.U. Thursday morning, tell- 
ing how an organized morale-build- 
ing program developed an esprit de 
corps that improved production 
substantially as well as making the 
agency a “happy ship” for all 
hands. 





regardless of record, I am not pro- 
posing a new idea. But I can tell 
you that this team feeling of the 
men in our office has produced 
great dividends, not only in in- 
creased production, but also in 
better morale, greater prestige, 
and most of all, a feeling of be- 
longing. 

The problems in our office are 
similar to the problems you 
gentlemen have in your organiza- 
tions. We have a staff of three 
assistant managers and 29 agents. 
Of these 29 agents, six are good 
producers, do a good job every 
year. Two others are “eager 
beavers,” men who are striving 
for promotion. These eight agents 
will perform well in spite of man- 
agement. Then we usually have 
four or five new, or relatively new, 
men in the business. They present 
a challenge which we think we 
understand and can solve through 
our training methods. Our big 
problem revolves among the re- 
maining 16 men, 60% of the staff, 
the experienced, average agent, 
who knows just about what he 
will earn each year and has long 
ago adjusted his standard of liv- 
ing to those earnings. He intends 
to work for the company until 65 
and he has habituated himself to 
his present more or less leisurely 
pace. 

I have always felt that the feel- 
ing of “belonging” whether it be 





Building Did 


to a club, church, athletic team or 
even political party, is an im- 
pelling, motivating factor to do. 
I was appointed to my present 
agency a little over two years ago. 
From the moment of my introduc- 
tion we dwelt entirely on the idea 
that we are all members of the 
same district team and that re- 
gardless of record every man was 
a valuable member and played an 
important part in the success of 
the district. 

We emphasized the point that 
as members of this team each 
agent had two inherent rights: (1) 
to determine for himself the de- 
gree of success he seeks and, (2) 
the right to obtain 100% cooper- 
ation from management in his at- 
tempt to reach that goal. We ex- 
pected from the agent only two 
things: sincerity and an _ honest 
day’s work. 

The first step in the transition 
from talking about team play to 
doing something about it began 
with our three assistant managers. 
As assistant managers their main 
functions up to now were train- 
ing men, office supervision of their 
staff, completing audits and some 
recruiting activities. Since most 
district managers consider assist- 
ant managers as the key men of 
the organization, it seemed only 
logical that they assume the lead 
in developing the teamwork idea 
among the agents. It was, there- 
fore, necessary to change in their 
own minds the entire concept of 
an assistant manager’s job. We 
wanted them to realize that they 
were, in fact, associate managers 
and, therefore, had the right to 
give orders, assume responsibili- 
ties, and make decisions. 


How Change Was Effected 


Here are some examples of how 
we accomplished this change. We 
placed the assistant managers in 
complete charge of the agency 
room. When an assistant manager 
makes a decision it is final. All 
educational meetings are con- 
ducted by the assistant managers. 
At first they didn’t do too well for 
they had not had the experience 
of holding meetings, but now all 
three perform excellently on the 
floor. Frankly, they do a better 
job than I could. But they should, 
for they have had more practice. 
All training assignments are 
planned with the assistant man- 
agers. Basically, of course, assist- 
ant managers are field managers 
and, therefore, they conduct prac- 
tically all field training activities. 
These activities are carefully 
worked out in planning confer- 
ences in which the assistant man- 
agers and I participate as associ- 
ates. 

The teamwork concept is in the 
foreground of our thinking, in 
these conferences, and is the mo- 
tivating factor in our decision. 


Although we regard field training 
activities as a chief function of the 
assistant managers we _ consider 
their participation in the recruiting 
and selection of new agents to be 
fully as important. Thus, in their 
daily contact with the public, 
whenever they meet a man who 
appears to have the necessary 
qualification, they tell him of the 
opportunities in our business. As 
a result, the assistant managers 
recruit many of the applicants. 
Each assistant manager inter- 
views an applicant and full accord 
by all is secured before we_rec- 
ommend him for an agency. If an 
assistant manager has doubts 
about the applicant he spends a 
day with him in the field and if 
he still holds the same opinion 
we don’t give him a job. Every 
major decision is fully discussed 
with the assistant managers and 
they unanimously concur before it 
is put into action. Each assistant 
manager, in his turn, manages the 
district in my absence. He has 
complete responsibility for its 
successful operation and it is a 
source of great satisfaction to me 
to report that each one has accom- 
plished outstanding results when 
serving as acting manager. The 
authority and prestige inherent in 
these added responsibilities has 
enabled the assistant managers to 
fully realize their importance as 





key men in the agency. They hay 
now developed the proper per. 
spective of their jobs and aree 
to help sell the value of the teap 
concept to the agents. 


Developing Agents’ Loyalty 


It was relatively simple to de. 
velop an esprit de corps among th 
assistant managers. The big prob. 
lem was to help the agents, esp. 
cially those in the 60% category 
to realize their importance 
members of the agency team. Hoy 
could we develop in the minds g 
the agents a feeling of loyalty ty 
the team and a desire to do some. 
thing about it? 

At the first three or four weekly 
meetings five minutes were g¢ 
aside for an open forum to make 
suggestions, to discuss any ide 
that come to their minds. We ip. 
vited them to air their pet 
“eripes.” At the first meeting the 
chief complaint was that the tele 
phones were in the wrong part o 
the room—the telephones had beg 
in the same place for 20 years, 
few days later we had the phong 
moved to where the agents wanted 
them. This may sound trivial, but 
‘it was important to the men and 
the reaction was gratifying. 

At the next meeting several 
agents suggested a method which 
would facilitate work of the cler- 


ical staff and the agents in deposit 
(CONTINUED ON PAGE 40) 








Can Be “Sand-Lot” or Big League, 
It's Up to the Agent, Rowe Says 


In life, as well as in what one 
does in life, one has the choice 
of being sand- 
lot or big-league, 
said N. Dean 
Rowe, Mutual 
Life, Johnson, 
Vt., at the Na- 
tional Sales Sem- 
inar Thursday. A 
man can be a 
mechanic or an 
engineer, a tech- 
nician or a doc- 
tor, and the same 
can be said in 
the business of life insurance, he 
said. One has the choice of selling 
policies or assisting in the creation 
and preservation of estates. 

“Tf our desire to become profes- 
sional in this business is real, gen- 
uine, we must of necessity get 
busy, for there are many who do 
not have this ambition, and by their 
works, we may be thwarted in our 
aspiration, he said. The big ques- 
tion is ‘do we deserve to be called 
in a profession? What do people 
say that we are? Do they think of 
us along with their attorney, their 
doctor, their teachers? Let us study 
this idea a bit more carefully. 

“In accepting a given situation 
where an estate is concerned, make 
a complete diagnosis; make a 
studied solution, and recommend a 
treatment. What will people say 
about us and our work? For a cer- 
tainty, they will recognize it more 





N. D. Rowe 





than they have heretofore done 
That will be a start toward our de- 
sired objectives. 


Aligns With Other Experts 


“If in our recommendations, we 


call attention to the need for the 
attorney, the accountant and pos 
sibly a trust officer, will not ow 
client begin to recognize that all 
can be thought of as a team of ex: 
perts and thereby we shall attain 
our objective? 

“If we recognize that there are 


other forms of protection, that! 


other men may have done some 
thing for them that can be com- 
mended, that there is still a need 
for banks, bonds, etc., people may 
get the idea that we have a broad 
concept of the job to be done, that 
there are many people qualified to 
serve, then, what will people say! 
It appears to me that their regard 





mer 





for us and our service will be great- 
ly enhanced. 

“We have been guilty in the past 
of ‘begging for business’, repeated- 
ly calling (often at most inconvent 
ent times), whereas we must ac- 
quire stature sufficient to warrant 
having a time schedule, setting ap- 
pointments. This can be done and 
by so doing we will be on our way 
to becoming professional people. 

“We may stay ‘sand-lot’ or we 
may become big league, it is strict- 
ly up to us. But only the big 
leaguers are professionals.” 
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Dr. 
Conferment Speaker 
at C.L.U. Meeting 


Notes “Grass Roots” 
Level of Effective 
Public Relations 


Choosing as his subject, “Good 
Public Relations Spring from Good 
Personal Relations,” Dr. Robert 
L. Johnson, president of Temple 
University, gave the annual con- 
ferment address at the joint meet- 
ing of the American College and 
American Society of C.L.U. 
Wednesday evening. 

Dr. Johnson, who was one of the 
founders of Time magazine, spoke 
as an observer of one aspect of 


R.L. Johnson Is 


2nd Day 
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American business. By way of 
preface he said, “I have decided to 
give you what might be called a 
completely non-technical bit of 
counsel from a man who has been 
somewhat active in three fields — 
business, public administration and 
education. It occurred to me that 
I might be most helpful if I dis- 
cussed a subject that a good many 
successful business men_ either 
have not had the time or inclina- 
tion to think much about, or have 
not considered of very real im- 
portance.” 


Office First 


Dr. Johnson noted that effective 
public relations begins in the of- 
fice with one’s associates. “When 
one thinks on the problems facing 
business today,” he said, “he can’t 
escape the public relations oppor- 
tunities to be found in good per- 
sonal relations with all the vary- 
ing groups of people on whom a 
business depends for its success. 

“In the first place, to create an 


A Caravan of 
PROGRESS 


is represented in our new Home 
Office Building, 2124 Fourth Ave- 
nue, Seattle |, Washington. 





From a tiny trickle its flow of progress has in 20 years become a silver stream of security and 
opportunity for both policyholders and representatives, until now under the directions of Chas. 
H. Leber, President, the tributary has reached the main stream, surging with the power of pro- 





tection required of a leading life insurance company. 


National Public Service Insurance Co. 


Chas. H. Leber, President H. A. Thorsvig, Agency Vice-Pres. 


efficient, happy organization where 
there is harmony and where each 
person is delighted to give his or 
her best talents, it is vital that the 
men and women in the company 
have mutual respect for each other. 
It is important that they be treat- 
ed not only with every human dig- 
nity, but with sincere friendliness 
by the men at the top. I have seen 
companies with brilliant presidents 
do a really inferior job because the 
people in the company disliked 
their work or were unhappy about 
their working conditions. No mat- 
ter how good a job anyone did, 
there was never a kind word nor 
a pat on the back. Also, I have 
seen companies where perhaps fi- 
nances were not too strong and 
where there were other difficulties, 
but where the workers felt they 
were members of a mighty fine 
team and literally gave everything 
they had to their jobs.” 

At this point, Dr. Johnson asked 
each man in the audience to picture 
himself as a corporation president. 





JOIN—Support Your Local Life Underwriters Assn. 











“After all,” he emphasized, “ 
large number of you are depend. 
ent upon your own efforts and the 
way you handle yourselves as yoy 
go about your tasks will either 
bring you outstanding — success, 
mediocrity, or complete failure, 

“As the head man in your com. 
pany you will have certain people 
in your office—a secretary an 
others, and you naturally will have 
to depend upon these good people 
to help you carry out your job suc. 
cessfully. May I suggest that you 
look upon these men and women 
as your partners and that you treat 
them as partners. 

“Then, you have your customers 
and prospects. I wonder how many 
of us realize how very valuable 3 
good customer really is. Do we 
treat our customers with the con- 
sideration and attention they de. 
serve —for many a friendly cus- 
tomer will lead you to many a 
good prospect. 

“Then, you have your place in | 
the community. Are you interest- | 
ed in your local Community Chest, 

i] 





your church, the Boy Scouts and 
the many other fine organizations 
that make your community a bet- 
ter place to live in, and are you 
carrying your share of the respon- 
sibility ?” i 
Stockholders as a “Public” | 

From customer relations, Dr. | 
Johnson attacked the problem of | 
stockholder relations. “While you | 
men as individuals do not have | 
stockholders,” he said, “neverthe- | 
less, a time will probably come | 
when you will need to obtain a | 
loan or capital. The person you | 
borrow from, in a way, should 
occupy the same position as the 
men who put up the money to 
finance a company. Now I be- 
lieve that just as a corporation 
should send out frequent reports, 
so, too, should a man who borrows | 
money from someone else acquaint 
that person at intervals with his 


progress and show his appreciation | 


of the help given. Of course, all | 
payments should be promptly 
taken care of and when the money 
is repaid in full, a special little note 
of appreciation should be _forth- 
coming. 


“IT know of individuals 





Ind Day 


agp 


who 


started out in life with the idea | 


of just taking care of themselves 
and letting others shift for them- 
selves. Then they developed a 
feeling for public relations through 
public service and it changed their 
whole careers. 


Cleeton Gives Money Clip 
to Executive Committeemen 

President Charles E. Cleeton ot 
N.A.L.U. presented to each mem- 
ber of the executive committee a 
handsome silver money-clip of a 
unique type that locks the money 
into the clip, the latch handle being 
the recipient’s initials. 


Todd Is Breakfast Speaker 

Thursday morning there was 4 
breakfast for instructors in campus 
training courses, with John O. 
Todd, Northwestern Mutual, Chi- 
cago, as speaker. 
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“If Thad 
it to do 
all over 
again... 


By J. L. W. 
Equitable Representative 


Jim and Mollie Williams invited me to their 
mortgage-burning party last week. Made me 
feel good to know I’d helped them find the 
key to happiness years before they thought 
they would. 





| GUESS EVERYBODY pushing 50 sits and wonders 
what his life might have been like if he’d gone into 
some other kind of work. As for me, I’d still want 
to be an insurance man. 

Enough money for your own family is one 
measure of success. But helping other people along 
the road of life is equally satisfying. I’ve been 
successful both ways. I’ve managed to make a good 
living for my family, but I’m just as happy over 
giving other families greater security and more 
peace of mind. 

Take Jim and Mollie Williams. Years ago I 
showed them how they could finance a home of 
their own through the Equitable Society’s Assured 
Home Ownership Plan — how it protected them 


LISTEN TO “THIS IS YOUR FBI”... official crime-prevention 
broadcasts from the files of the Federal Bureau of Investiga- 
tion...another public-service contribution to his community 
by The Equitable Society Representative. 

EVERY FRIDAY NIGHT * ABC NETWORK 


One of a series of advertisements illustrating how a representative 
of The Equitable Life Assurance Society serves his community by 


selling life insurance. 


ian) 











against the two greatest threats to home owner- 
ship — death and hard times. I’ve written a lot of 
those Home Ownership plans, and I’m proud that 
not one policy holder of mine has ever had a fore- 
closure on his or her home. 

All in all, selling insurance is a mighty satis- 
fying way of life. It’s a job that protects all kinds 
of people from a lot of hard knocks. Gives kids good 
educations. Keeps families together. Helps old 
folks be independent and self-respecting. 

If I had it to do all over again, I’d want to be an 
Equitable man. I’m proud of the respect that’s 
come to me as a member of an honorable profession 
and as a representative of an institution as fine as 
The Equitable Society. 





THOMAS |. PARKINSON, President 
393 Seventh Avenue, New York I, N. Y. 
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Multiplicity of Committees 
Makes Attendance Problem 


By HOWARD J. BURRIDGE 


A number of observers who have 
attended the annual gatherings of 
the National association during 
recent years feel that some im- 
provement could be made in the 
way in which the various commit- 
tee meetings are held. It has be- 
come the custom for these to take 
place on Monday of the big con- 
vention week. The total number 
of such committee meetings is 
large and yet for several years the 
attendance at each of them has 
been small and even unrepresenta- 
tive. A fairly important commit- 
tee will attract only a small group. 

Sometimes only two or three 
members of a particular committee 
will be on hand. The size of these 
meetings during recent years has 


been so small as to make them 
unstimulating and often results in 
one or two who are present doing 
most of the talking. 


; ; tions are made. 
Obviously a big reason for the 


small attendance is that so many Have Opposite Effect 
But the committee meetings of 
place simultaneously. Perhaps six the N.A.L.U. in recent years have 
or eight may be scheduled for 10 been so small in many cases as to 
a.m. and so those at the N.A.L.U. have exactly the opposite effect. 
meeting must select a meeting in It has resulted in the chairman 
which they feel themselves to be having to carry the meeting on his 
the most interested and they can- back, so to speak. He has had to 
not attend more than one meeting. do most of the talking. 
Some years ago these meetings had to explain the background and 
were almost miniature N.A.L.U. the committee’s operations and ob- 
were jectives and some of the committee 
larger, they brought out a cross- meetings have of necessity become 


of the committee meetings take 


sessions. Their audiences 


section of the membership, and a a one-man show. 
variety of speakers were heard. A A fairly 


is attended by 40 to 60 can become 
very interesting. At such a gather- 
ing those present are likely to par- 
ticipate more readily. They do not 
feel they are addressing a large 
audience, they are not embarrassed, 
they say what is on their minds, 
and some very helpful comment re- 
sults and some excellent sugges- 


large percentage of 
relatively small meeting, one that those who go to the annual meet- 








Congratulations 


To the members of the National Asso- 
ciation of Life Underwriters, on the 
occasion of their Sixty-third Annual Con- 
vention, for their continuing and effective 
efforts in advancing the standards and 


scope of life insurance sales and service. 


HOUITABLE 
Life Insmance Company 


OF TOWA 


Founded in 1867 in Des Moines 








ings of the N.A.L.U. have ap 
ranged in recent years to arrive 
on Sunday. Many bring their wive, 
and make something of an outing 
of it and by Monday there is quite 


a group on hand, ready to attend} 


committee meetings or to get into 
whatever N.A.L.U. activities there 
may be. If there could be some 
rearrangement, some staggering oj 
time at which these committee 
meetings are held, that in itself 
might result in a noticeable im. 


provement in the attendance. Ap./ 


other thought is that related com. 
mittees might meet so that he 
members could move from one 
gathering to another, carrying on 
the continuity of thought and 
bringing to the second meeting 


some of the developments occur. | 
ring at the first. This arrangement | 


was tried a year or so ago. 


Hard-Working Chairmen 

For the most part N.A.LU, 
committee chairmen have been 
hard workers. They have been 
interested in what they have been 
doing, they have taken their jobs 
seriously, they have been pains- 
taking and have shown a willing. 
ness to become immersed in de- 








Howard V. Krick (left), Penn Mutual, 
New Haven, talks things over with a for 
mer New Englander, Immediate Past Presi- 
dent John D. Moynahan, manager of 
Metropolitan Life at Chicago. 








tail. After a year of such an as- | 
signment, it is discouraging to — 
them to hold a meeting attended | 


by only a handful and often un- 


f 


fF 


attended by a majority of the com- © 


mittee members. 

These committee meetings have 
such promising possibilities and 
‘could do so much to acquaint so 
many with the variety of work the 
National association is doing that 
it seems important for those in 
charge of program arrangements 


to schedule these meetings so that | 
they will not be held simultane- | 
ously and to make it clearer than | 


it now seem to be that any and 


everyone is invited to all commit- | 


tee meetings that are held. _ 

It is in these very committee 
meetings that the average member 
is able to get the “feel” of the 
association’s work in a more patf- 
ticularized and gratifying way than 
can result from attendance at the 
larger sessions at which there are 
scheduled speakers and at which 
the program must be carried along 
in a much more formal way. The 
hard-working committee chairmen 
of the N.A.L.U. have a right toa 
better attendance at their annual 
meetings than they have been get- 


‘ting during the past few years. 
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N.A.L.U.-L.U.T.C. LUNCHEON 


Holcomb Tells of Joy He’s 


Had in Association Work 


By HERBERT M. HOLCOMB 


For more than 20 years I have 
been a life underwriter. They tell 
_... me that when 

you stay in one 





almost anything that was reason- 
able and they would cheerfully do 
their level best to get it for me. 

Naturally, I’m proud of these 
honors that have been bestowed 


on me. I’m happy about them for 
two reasons. In the first place, 
just like any man, I’m happy when 
I’ve been successful in doing 
something that I like to do and 
I sincerely like association work 
in my chosen profession. And sec- 
ondly, probably the happiest times 
of my business life, the times 
when I’ve had the most fun, have 
been those when I was busy with 
association work. There is some- 
thing highly satisfying in pitching 


in and working with other asso- 
ciation members, working as a 
team, to accomplish something you 
know will be of benefit to your 
association and your profession. 


Dallas Leaders 


And there is something inspira- 
tional in working together with 
great leaders. We in the Dallas 
Assn. of Life Underwriters have 
been fortunate in having had some 

(CONTINUED ON PAGE 32) 





profession for 20 
years you either 
like it, or you 
are nuts. 

I’ve liked my 
work every step 
of the way, 
every month of 
those 20 years. 

When you 
really like doing 
something, then 
it is easy to have fun doing it, 
and I’ve really had fun doing my 
work. 

I have had the wonderful ex- 
perience of being able to stand 
by men in their moments of mis- 


Speaking at the N.A.L.U.-L.U.T.C. 
luncheon Tuesday, Herbert M. Hol- 
comb, agent of United Fidelity Life 
at Dallas, talked on “The Fun I’ve 
Had,” giving a vivid picture of what 
it has meant to him to be life agent 
for the past 20 years. 


H. M. Holeomb 








fortune and be able to remind 
them that the cash value of the 
life insurance I have sold them 
will give them sorely-needed re- 
spite and funds with which to 
face the future unafraid. Later, 
I’ve had the joyous experience of 


premium. 
had climbed to even greater 

heights than they had previously 

imagined possible. 


Able to Offer Help 

To me repeatedly has come the 
heart-warming experience of help- 
ing grief-stricken and confused 
widows and children to realize that 
in their moment of despair there 
was an answer, to help them know 
that the foresight and love of their 
husband and father was going to 
provide them with food, clothing 
and shelter. 

Almost from the moment I 
entered this profession of life un- 
derwriting, I have been a mem- 
ber of my local association of life 
underwriters. I am proud of that. 
I'm even prouder that I’ve been 
a working member and for 12 of 
those years I have been neither 
an officer or a director of my 
local association of life under- 
writers. And, naturally, I’m proud 
that I can truthfully say that I 
have served on almost every com- 
mittee of importance during my 
years in the association. 


WINS HONORS 


There is practically no honor 


dend option 











the need was there 


Continental American’s 


cmmNPECIAL PREFERRED 


POLICY 





is filling it 


he anticipated need was there—the 
need of the “better than average 
buyer” for a larger amount of perma- 
nent protection at the lowest possible 


1 Whole life protection for face amount 


2 Guaranteed extra protection of 10% of 
face amount in first year—continuing 
into later years by use of unique divi- 





How well the Special Preferred is 
filling this need is evidenced by the en- 
thusiastic way it was received and pro- 
moted by our Field Force and by its 


unusual public acceptance. 


Here are the benefits: 


WHY WAS IT SO WELL RECEIVED? 


Because it is the lowest cost policy obtainable per $1,000 effective protection on 


any permanent plan which accumulates full ordinary life cash values! 


3 Fully paid-up at age 85 
4 Accumulates full ordinary life cash values 


5 Available with all supplemental benefits 


including family income provision 


CONTINENTAL AMERICAN LIFE INSURANCE COMPANY ‘ 


Wilmington, Delaware 


The new Special Preferred Policy is the result of Continental American’s 
continuing search for better insurance—insurance that provides more pro- 
tection for each premium dollar. It is typical of the quality tradition of 
Continental American which has characterized the Company since its 
founding, and which has resulted in many original ideas for better service 
to clients. Best known of these is the ORIGINAL Family Income Policy 


introduced by Continental American Life Insurance Company in 1930. 





that my association can bestow 
that has been denied me, and I 





General Agency Openings in Pittsburgh and Western Pennsylvania 








honestly believe that I could ask 
my fellow association members for 
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Life Insurance Most 


Romantic, Most Alive 
of All Sales Products 


Seminar Speaker Tells 
Advantages That Com- 
bination Agent Enjoys 


William Cooper, an agent of 
Prudential at Manchester, Conn., 
in his talk at the National Sales 


Seminar, emphasized the romantic 
appeal of life insurance, especially 
from the stand- 
point of the 
weekly debit 
man, stating 
that he sought 
to convey “my 
own feelings, 
my own ideas, 
opinions, and 
hopes, gained 
my 15 years in 
life insurance, 
about this great 
and wonderful 
business of ours.” 

He has been a consistent leader 
in production ever since he joined 
Prudential. In 1951 he was a mem- 
ber of the President’s Club and 
was one of the top five who wrote 





William Cooper 














2nd Da 








$300,000 or more of combined 
business for that year. 
Mr. Cooper was speaking as a 


combination man, that is, an agent 
who handles weekly and monthly 


insurance as well as all types of 
ordinary policies. 
“We combination men have, in 


my way of thinking, a definite ad- 
vantage over most other men in 
the insurance industry,” he said. 
“When we enter the field of life 
insurance as a career, we are given 
a thriving business. Imagine: A 
completely established business— 
stores, fixtures, merchandise, 
lights, front, and, most important 
of all, customers. 

“Think of it, practically a guar- 
anteed immediate living wage, and 
a concrete promise of a good liv- 
ing for the rest of our insurance 
lives, regardless of length, if we 
but study, learn and pay attention 
to this share of the insurance 
business that is ‘given’ to us.” 

He asked whether there is any 
other form of selling that would 
permit him to call upon practically 
anyone of his present 466 families, 
day or night, and be invited in 
with the same degree of warmth 
that one extends to a close friend. 

“It doesn’t matter if the family 
I call upon is playing cards, read- 
ing, or watching television. I am 
asked into the home with a wel- 
coming smile. If there is too much 
disturbance in the living room, I 
can suggest having the interview 


in the ice room or kitchen, and 
the head of the family will sit 
there with me and give me his 
complete attention. 





PROVED THEIR FRIEND 





“Now, why can I do this, while 
the vacuum salesman, the refrig- 
erator salesman or any other sales- 
man can not? For one reason and 
for one reason only—I _ have 
proven myself to be their friend 
as well as their insurance man. I 
am there promise of present and 
future peace of mind because of 
the guaranteed financial security 
I offer them. In many ways, I am 
their hope and their refuge for the 
future, and this secure feeling was 
built up to its present status by 
me. I am their constant reminder 
of the great benefits and financial 
security offered by all the life in- 
surance companies—and I prove 
this to them time and time again, 
under all conditions.” 

He said that those who have en- 
tered the life insurance business 
in the past few years are well 
aware of the vast changes that 
have taken place, when contrasted 
with conditions that existed in the 
business as short a time as 20 
years ago. “How many agents of 


those days knew about program- 
ming insurance? The use of settle- 


ment options? The value of dif- 
ferent clauses like the common dis- 


aster and spendthrift provision? 

Few agents, years ago, attache 
importance to the explanation ani 
inclusion of these various service 
And why? Because they unde. 
stood little of the importance 
these clauses themselves. The ny. 
jority of agents in those days hy 
two pet policies which the 
learned about with a minimum ¢ 





personal effort. These _ policj 
were 20-payment life, and the 
year endowment for perhg 
$1,000 or $2,000. And how th 
contracts confused the poli 
holder when the difference wag 
thoroughly explained. 
Especially handicapped beca 


of a lack of knowledge to read 
(CONTINUED ON PAGE 34) 








From the other side of the continent: 
W. Thomas Craig, Aetna Life, nation 


committeeman from Los Angeles, ani 
Joseph Charleville, managing director og 
the Los Angeles association and executive 
secretary of the Los Angeles Life Mar 
agers Assn. 





@ Attractive commissions— Bonuses 
Liberal first year commissions plus lifetime renewals. 


@ Sales training and sales aids 
Cooperative sales assistance to the men in the field. 


For details on the Capitol Life expansion program 
in your area, write: 


THOMAS F. DALY II, Vice President 
and Director of Agencies 





“Here’s Why I Like 
Capitol Life’s Policy in 
Handling Borderline Risks 


The home office places considerable contfi- 
dence in my recommendations on border- 
line insurance risks. This home office co- 
operation makes my sales job easier.” 
Rayburn H. Carrell, Capitol Life Agency Manager 


Fort Worth, Texas 


With Capitol Life you get these benefits: 


@ Prompt underwriting service 
A coordinated underwriting service for the field forces. 


@ Exclusive contracts 


Complete line of policies with competitive rates. 


Available to qualified field underwriters now residing in the 13 Western States. 
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By W. W. SMITH 


Being raised on the farm, I ac- 
quired the habit of getting up 
early. I worked 
long hours for 
little pay, but I 
learned some 
good lessons 
that have stuck 
with me through 
life, and one of 
them is that 
there is always 
a certain amount 
of hard work to 
do on any job— 
no matter what 





ot 


w. W. Smith 







the job may be. ; 

After staying on the farm until 
I was about 18 years old, we 
moved to town. You have heard 
it said, a man works the first 30 
years of his life trying to get out 
of the country, and spends the rest 
of it trying to save enough money 
to get back. After I had been in 
town for some time I had great 
ambitions to move out in the 
world of business. I even told my 


ntinent: 

nation!) mother I would like to grow up 
es, an) and be President some day. 

ae Working at several jobs and not 
fe Ma.) making a success at any of them, 


I decided if I was going to have 
anything to live on in later years 
' Thad better be looking around for 





W. W. Smith, a noted humorist 
as well as a Metropolitan Life agent 
at Rutherfordtown, N. C., has been 
a salesman for 25 years and a life 
man for eight. He has made his 
company’s honor club or President’s 
Club every year since he joined 
Metropolitan in 1944. 


SRP SI RAEN EERE I ra: 





nee 


— 





something that did not have too 
_ much work and a lot of pay; and 
I came to the conclusion that the 
insurance business was what I 
needed. 





Dear age es 








ORE Gg one TO RENE 


THREE MUSTS 





My subject for today is three 
essentials of successful underwrit- 
ing, and I want to say that I have 
found in my eight years of insur- 
ance business that all insurance 
men aren’t successful. I have tried 
to study the successful man—like 
you men here today, and just see 
_ what makes you click year after 
year; men who always repeat and 
make the money, and in making 
| this survey I have simmered down 
| all of the good points and have 
chosen three that I think are essen- 
tial if any man is going to have a 
_ Successful career in underwriting. 
_ These three essentials are all 
| that I think of in successful under- 
Writing, and if I don’t get the 
others, I must have these three if 
I make the goal I have set. 

The first essential—the one I 
Place at the top of my list—is 


SR RRR 





|Three Essentials Given for 
«| Successful Underwriting 


inspiration. This is your mental 
attitude, your outlook on life and 
your job. This has everything to 
do with the kind of service you 
give, the business you sell, and the 
company you work for. You must 
be sold on your job and the prod- 
uct you are selling before you can 
sell it to the public. 


Always See Good 


You have seen agents that al- 
ways talk down instead of up; al- 
ways talk little instead of big. 

Where do I get a lot of my in- 
spiration? I put my manager at 
the top. The company trains the 
men they put over us, and they are 
ready and willing at all times to 
help me in my work, and show me Trio from the midwest at Atlantic City: George C. Treadway, New York Life, Peoria; 
how to work my debit and make Chester T. Wardwell, Connecticut Mutual, Peoria, and Newell Day, Equitable of Iowa, 

(CONTINUED ON PAGE 30) Davenport. 














The Man Who Wasn’t There — 


He spent a quiet evening at home with his family — 


YET HE WENT INTO 7,000,000 HOMES THAT 
EVENING through the miracle of television and 
the immense appeal of the Sid Caesar and Imogene 


Coca show. 


On Sunday he went swimming — 


YET HIS SALES MESSAGE WAS SEEN IN 31,- 
000,000 HOMES THAT SUNDAY MORNING in 
Sunday supplements and leading national maga- 


zines. 


Who ishe? ..... 
HE'S THE PRUDENTIAL AGENT! 


FOR WHERE PRUDENTIAL ADVER- 
TISING GOES— 


THE PRUDENTIAL AGENT GOES, 
TOO. 





Prudential Advertising opens doors — over 40,000,000 of them every 
week from Bangor to San Diego, from Seattle to Miami. 


Prudential Advertising works for Prudential Agents right where it does 
the most good — in the homes of the people in their territory. 


The Prudential Insurance Company of America 


A mutual life insurance company 


Home Office: Canadian Head Office: Southwestern Home Office: Western Home Office: ee 
Newark, N. J. Toronto, Ont. Houston, Texas Toronto, Ont. ——T 
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LEA 
EXTEND CORDIAL GREETINGS TO,THE N. A. L. U. CHI 
63rd ANNUAL CONVENTION. wis 
A COMPLETE LIFE INSURANCE 
DEPARTMENT AT YOUR DISPOSAL > YOUR BROKERAGE AND SURPLUS BUSINESS SOLICITED ¢ 
LIFE—SUBSTANDARD—WHOLESALE—GROUP ALL FORMS OF ORDINARY, GROUP AND PENSION CONTRACTS 
ACCIDENT AND SICKNESS—HOSPITALIZATION a a ae oe 
GROUP PENSIONS—PENSION TRUSTS 
JOSHUA B. GLASSER a 
— TRY US — General Agent 
FRED S JAMES & CO CONTINENTAL ASSURANCE COMPANY eat 
= s ; ad Illinois’ Leading Life Insurance Company 
ee aes 39 SO. LA SALLE STREET 
INSURAN Cc E CHICAGO 3, ILLINOIS e CENTRAL 612% 
NEW YORK ONE NORTH LA SALLE STREET SAN FRANCISCO 
nll Telephone—FlInancial 6-3000 wa 
CHICAGO 2, ILLINOIS 
FRANKLIN LIFE PAUL W. COOK,cuw |) |__ 
Y b Cc c Chicago Division General Agent ee 
oun er2-CLarison O. Lorraine Sinton, C.L.U. R 
& B-ve PROFITABLE Sales Production Manager 
General Agents AGENCY THE 
Continental Assurance Company E 
Chicago Brokers Find Our Ground Floor Offices Easily Accessible ccasucniniahianiniaa MUTUAL BENEFIT 
Unexcelled Service in All Lines of Insurance AVAILABLE LIFE INSURANCE 
SAM LELAND, Mgr. A. H. WOHLERS, Mgr. Regional Office COMPANY 
Life Insurance Dept. Health & Accident Dept. 120 S. LaSalle Chicago Telephone RAndolph 6-3444 
201 S. LaSalle St., Chicago 4, Il. F. J. BUDINGER, C.L.U. One North La Salle Street 
621 S. Spring St., Los Angeles 14, Calif. Regional Sales Director CHICAGO 2 ' 
One Stop Service for your Surplus 
ne UPR a MOORE, CASE, LYMAN & HUBBARD | 
If we can't issue it—we will tell General Agents : 
you who will. } 
JOHN W. LAWRENCE, C.L.U. JOHN RINKLE Pi eS 
General Agent Ass't Gen'l Agent seein aman 
MASSACHUSETTS MUTUAL LIFE C. T. ROTHERMEL, JR., C.L.U. EARL MONTGOMERY } 
INSURANCE COMPANY , it 
135 S. LaSalle St. © ANdover 3-1820 a Sh. Sagas ee. aa 
Chicago, Illinois Chicago 
H. G. SWANSON | 
LiFe INSURANCE COMPANY General Agent 
OF BOSTON, MASSACHUSETTS OB SWANSON Cc L T 
8 9 sa os a 
F E R R E L M. B E A N Associate General Agent 
GENERAL AGENT Th 
ahah dauaas: NEW ENGLAND MUTUAL LIFE INSURANCE COMPANY 
Telephone HArrison 7-8090 
Telephone: RAndolph 6-9336 3000 Board of Trade Building One. 
CHICAGO, ILL. Chicago 4, Illinois 
aaa hemeeseenesenns 
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THE OFFICES LISTED ON THESE PAGES ARE 
LEADERS IN THE LIFE INSURANCE FIELD IN 
CHICAGO. THEY OFFER THE N. A. L. U. BEST 
WISHES FOR CONTINUED SUCCESS 








a 


RAYMOND J. WIESE 
AGENCY 


PROVIDENT MUTUAL 
LIFE INSURANCE CO. 
OF PHILADELPHIA 
Founded 3865 
RAYMOND J. WIESE 
General Agent 


THE 
A. D. CROW AGENCY 


The Lincoln National Life 
Insurance Company 


Suite 2162 
135 S. La Salle Street 
CEntral 6-8013 





Phone Financial 6-0915 
One North La Salle St. Bldg. 
CHICAGO, ILL. 








DUKE FRANK AGENCY 
STATE MUTUAL LIFE ASSURANCE CO. 


WORCESTER, MASSACHUSETTS 
Ww 
RAYMOND W. FRANK, General Agent 
Ww 


One North La Salle St. DEarborn 2-1404 














ROCKWOOD S. EDWARDS 





General Agent 


AETNA LIFE INSURANCE COMPANY 
120 SOUTH LA SALLE STREET, CHICAGO, ILLINOIS 
Telephone ANdover 3-1920 


W.A. ALEXANDER & COMPANY 


GENERAL AGENTS of 


THE PENN MUTUAL 


Life Insurance Company 


JOHN H. SEERMAN 
FRanklin 2-7300 


WADE FETZER, JR., C.L.U. 
135 South La Salle Street 
CHICAGO 














HAMILTON FERGUSON 


General Agent 
OCCIDENTAL LIFE INSURANCE COMPANY 


—— “Brokerage Exclusively” —— 
Suite 2049 135 S. LaSalle St. 


ANdover 3-1883 


FREEMAN J. WOOD 
GENERAL AGENT 


LINCOLN NATIONAL LIFE INSURANCE CO. 
208 So. La Salle St. Telephone: CEntral 6-1393 





AN AGENCY WELL EQUIPPED TO 
HANDLE BROKERAGE BUSINESS 











THE LIFE INSURANCE COMPANY OF VIRGINIA 


Richmond, Virginia 
J. J. MILLER, Manager D. A. MEDARIS, Assoc. Manager 
NORMAN J. Le BEAU, Brokerage Manager 


Suite 776 — 208 South LaSalle Street 
ANdover 3-6876 








THE HUNKEN 
AGENCY 


The CONNECTICUT MUTUAL LIFE 


Telephone: CEntral 6-5700 


One North La Salle Street Chicago 











STUMES & LOEB 


GENERAL AGENTS 


The Penn Mutual Life Insurance Co. 
Suite 1525 
ONE LA SALLE STREET BUILDING, CHICAGO, ILL. 
Telephone: RAndolph 6-0560 
@ 
An Agency Especially Equipped to Educate 
and Develop Steady Producers 
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Life Underwriters Place 
DISABILITY INCOME 


in the 


MASSACHUSETTS INDEMNITY 
INSURANCE COMPANY 


Because 


It is Non-Cancellable, Guaranteed Re- 
newable and Incontestable. 


It is available in flexible units of $10.00 
monthly. 


It pays after 7, 14, 30 or 90 days of dis- 
ability from sickness, and from first day 
for accident (optional). 


It pays additional income during hos- 
pital or nurse care. 


It provides a schedule of Surgical oper- 
ations. 


It is designed as Permanent Guaranteed 
Protection. 


It provides premium waiver during dis- 
ability. 


It provides a grace period of 31 days. 


It combines most advantages of the old 
disability clause with modern, compre- 
hensive Disability Income Protection 
on a legal reserve basis. 


It entails vested commissions under a 
contract direct with the Company. 





Your inquiries are most welcome. 
Branch Offices in most leading cities. 





Home Office — 654 Beacon Street 
Boston 15, Massachusetts 


L.1.A.M.A Magazine 
Awards Presented to 
Bethea, Treiman 


dential at New York City, treasurer 
of N.A.L.U., was named winner of 
L.I.A.M.A.’s 1951-1952 Manager’s 
Magazine 
award, it was announced at the 
N.A.L.U. annual meeting at At- 
lantic City. The award is presented 
annually to the author of the out- 
standing article published during 
the vear in Manager’s Magazine. 


ager for Sun Life of Maryland at 
Philadelphia, received the annual 
district 
writing the best article to appear 
in the magazine during 1951-52. 


scribed desk clocks, was made by 
Charles J. Zimmerman, managing 
director of L.I.A.M.A., at the lunch- 
eon session of General Agents & 
Managers Conference. Reprints of 
the articles 

those present. 


some 30 years ago when he became 
a home office group representative the Philadelphia No. 4 office. 
for Aetna Life, later being ad- 
vanced to assistant general agent. school in agency management. 


Osborne Bethea, manager for Pru- Teen Maton) 3) 1 hecdiend 


prize-winning article 


sociates, 


William Treiman, district man- Active in Organizations 


management award for 


General Agents’ Assn. 
Presentation of both, awards, in- 


appeared 


The Bethea article, 


2nd Da} 2nd Day 


— F< 


In 1929 he joined the education C 
department staff of Penn Mutual, Gra 


Philadelphia and the following ye, 
was named assistant to the ageng Stat 
vice-president. In 1932 he returng 

to field work as general agent ( 


transferred to New York two yearn 
later and represented the compam 
there for 17 years. In 1951 he joing 
Prudential as head of the Murra 
Hill agency and on Oct. 1 will rep. 
resent Prudential in a new capacit 
as head of the newly-created Ney. 
ark agency, Osborne Bethea & Ax/ 


Mr. Bethea is a past president ¢ 
Life Managers Assn. of Greate 
New York and of the Penn Mut 
He is, 
former chairman of the Generg 
Agents & Managers Conference 

Entitled “Get Out in the Fiel 
with Them,” the Treiman artick 
in the October, 195), 
issue. Its theme was that the bes! 
were distributed to Way to get an objective view o 

how well new agents are doing is 
entitled to go out into the field with them! 
“Take a Look at Any Good Agen- peiodically. 
y,” appeared in the January issue 
and discussed the basic factors that 
are characteristic of agency man- 
agement in all good agencies. 


Joining Sun Life at Cleveland as 
a canvasser in 1932, Mr. Treiman 
took a debit later that year. He be) Denver, s 
came special assistant manager, 
Mr. Bethea started his career then staff assistant before being 
promoted in 1937 to manager of 


is a graduate of the L.LAMA) 
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THE NEW JERSEY LIFE ASSOCIATES INC. 


STATE AGENT FOR NEW JERSEY 


CROWN LIFE INSURANCE CO. 


At Your Service 
M. DICKSTEIN, President 


General Agents 
JOSEPH H. CLEMENTS 


President General Agents Section 
Crown Life Club 


S. E. LEIWANT, C.L.U. 


Member Million Dollar Round Table Member Million Dollar Round Table 
MORRIS-DALY ASSOCIATES FRISS NICHOLL & CO. 
ALFRED J. BERNSTEIN 


COMPLETE BROKERAGE 
AND 
REINSURANCE FACILITIES 


THe Crown LIFE 


HOME OFFICE: TORONTO, CANADA 
1180 RAYMOND BLVD., NEWARK 2, N. J. MITCHELL 2-2083 
Over $950,000,000 Insurance in Force 


R. J. MORAFF 
Vice President General Agents Section 
Crown Life Club 


A. J. WOHLREICH 
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ports would come in from a larger 
number. One proposal was that the 
request for a state legislative re- 
port be sent to the newly elected 
president of the state association, 
the point. being that the newly 
elected state association president 
is usually interested and active 
some influence 
with his state law and legislation 


John Hancock, 
Dayton, O., gave his opinion that 
the state law and legislative com- 
mittee chairman should be perma- 
nent so that his experience could 
be available from year to year and 
so that there would be a continuity 
and a background that is not pos- 
sible when a new state law and 
legislative chairman is elected each 


Oren D. Pritchard, Union Cen- 
proposed and 
finally offered as a resolution the 
plan that the National association’s 
General Agents & Managers Con- 
ference should take on as a project 
the promoting and financing of 
state law and legislative commit- 
tees, lending every possible aid, in- 
ducing the commission agent to 
helpful and 
bringing about a more effective re- 
sult because of its additional ac- 


Mr. Pritchard's suggestion and 
resolution was to the effect that 
the General Agents & Managers 
Conference spearhead the move- 


ment to interest the producing 
agent, his idea being that the or- 
ganization could work closely with 
local and state associations with- 
out in any way attempting to su- 
persede them. 


Arouse Agent’s Interest 


Mr. Pritchard’s motion was pro- 
ductive of some lively comment, 
most of which was clearly to the 
effect that where an individual 
state law and legislative committee 
was falling down in its work, it 
was primarily due to the fact that 
the average producing agent was 
not drawn unto the plan, was not 
being used or relied upon in any 
way, and that what was needed 


was an operating arrangement 
that would elicit the producing 


agent’s support and interest. After 
fairly extensive discussion Mr. 
Pritchard’s motion failed to pass 
by a five to four vote. 

Mr. Pritchard found himself fac- 
ing an interested audience when he 
described the close cooperation 
that exists between the Indiana 
state association and Indiana Assn. 
of Legal Reserve Life Companies. 
He said no legislation is ever pro- 
posed unless both organizations 
are unanimously behind it and he 
remarked that his observation has 
been that in other states where 
there is an association of legal re- 
serve life companies the coopera- 
tion is fully effective. 





Fete Jul Baumann 

Jul Baumann of Houston, a 
past president of N. A. L. U., was 
feted at a birthday party Saturday 
evening by a large group of his 
friends. 


FIELD PRACTICES GROUP 





Term Replacement, 
Mass Coverages 
Discussion Topics 


Attendance was low, but inter- 
est was high at the meeting of the 
committee on field practices of 
which Stanley C. Collins, Metro- 
politan, Buffalo, is chairman. Two 
other committee members were on 
hand, they being E. C. Schroder, 
New York Life, Appleton, Wis., 
and W. Merle Smith, Mutual Life, 
Buffalo. Lawrence W. Jackson, as- 
sociate director of field service of 
N.A.L.U., was contact man, 

The report of the committee 
dealt with replacement of existing 
term insurance; mass coverage 
and mass selling; bank financed 
plans; non-sales personnel and 
mortgage tie-in sales. 

The topic that evoked the most 
interest and comment was the re- 
placement of existing term life in- 
surance. In recent years there has 
been considerable discussion of the 
uses and needs of term coverage 
and the attitude to be adopted 
toward it by ethical life agents. 
During the committee discussions 
it was stated that there are still 
many that say that term insurance 
is no more than an option on regu- 
lar life insurance. 

Has Its Place and Use 

W. Merle Smith said everyone 
should recognize that a large vol- 
ume of term business is being 
written and that this kind of pro- 
tection has its definite place and 


use. He said that in some cases it 
(CONTINUED ON PAGE 31) 











Some of the members of the committee on compensation look over their report: Mitchell M. Rosser, Phoenix Mutual, Boston, 
candidate for N.A.L.U. trustee; Spencer L. McCarty, committee chairman, executive secretary of the New York State association 
and agent of Provident Mutual at Albany; B. N. Woodson, managing director of N.A.L.U.; and A. J. Johannsen, Northwestern 


2nd Da} 2nd Day NATIONAL LIFE 
=== = ams Bs ara 
ictal Roots Activit 
tutu| (grass Hoots Activity on 
ring Year = s 
-aeu| State Legislation Needed 
asent cf At the meeting of the committee 
nd. if on state law and legislation the 
VO year unanimous conviction was devel- 
eae oped that there needs to be a so- 
Mune called grass roots type ot opera- 
Will oa. tion in each ot the 48 states in or- 
capagl der to deal with state legislatures 
1d Nev. effectively and realistically. Many 
a & Ach of those who advocated this idea and could exert 
““! said that in perhaps a majority of 
states the producing agent, the committee. 
man on the firing line, is likely to Henry Stout. 
: | know more state senators and rep- . 
re %| sesentatives than are the general 
Muth agents and managers. als 
a Z In the states where legislative 
Genin activities to protect the life com- 
ference panies have been carried on in the 
e Fie} most satisfactory way, there has 
artis always been a large scale coopera- 
195) tion of what in large cities is re- 
he bes ferred to as the street agent. — year. 
wae Howard C. Ries, Everett, Wash., 
oing +} said that the field man is the one tral, Indianapolis, 
h then to exert the influence with the in- 
dividual state legislators. 
land as, Must Educate Politicians 
reimaa) Frank H. Devitt, Capitol Life, 
He be-! Denver, said that there must be an 
inager,| intelligent understanding by the 
being} individuals in the legislature of a 
ger of} state and that it really amounts to : 
ec. He a job of educating the state politi- become active and 
\.M.A.| cians. 
nt. | Elbridge P. Bragdon, Minne- sult 
sota Mutual, Harrisburg, Pa., tivity. 
——=|' said: “Our strength in Pennsyl- 
vania is in our grass roots organi- 
zations. The agents themselves 
(. feel they are part of the legislative 
movement in our state and that is 
| why they are active in it.” 
_ Robert K. Zimmer, Columbus, 
_ O., advised taking the new mem- 
| bers of the legislature to dinner. 
| His point was that life insurance 
| men could in this way get acquaint- 
| ed with individual members of the 
_ legislature, get on a working basis 
with them and know how to deal 
_ with them whenever life insurance 
) legislation might arise. 
Reno Presides at Session 
_ _ Robert R. Reno, Jr., Equitable 
| Society, Chicago, presided as chair- 
" man, flanked by Carlyle M. Duna- 
way, N. A. L. U. counsel. Mr. 
Reno said that there will be 44 
State legislatures in session in 
1935. He predicted that a number 
ot cash sickness bills will be intro- 
duced in these states. He recalled 
that four states now have compul- 
sory cash sickness laws and that a 
cash sickness bill was defeated in 
W ashington last year by a narrow 
margin. Mr. Reno explained that 
| he had received replies from 26 
| states giving a report of the prog- 
gress of their legislative commit- 
| | tees and an outline of the activities 
to be carried on during the year 
ahead. ; 
Several suggested that because 
Teports from only 26 states had 
been received some way should be 
=} devised to make certain that re- Mutual, New York City. 
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DOWNTOWN AGENCY 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 


Home Office — Newark, N. J. 
EUBANK & HENDERSON, Managers 


40th Floor—40 Wall Street, New York 5 
Digby 4-0040 


rom NEW YORK 


GENERAL AGENTS & MANAGERS 


GREETINGS ano.. 





M. L. CAMPS 


General Agent 


AEE 


LIFE INSURANCE COMPANY 
or Besvom MassacrusirTs 


Suite 1701, 110 E. 42nd St., New York 
MUrray Hill 6-4445 





2nd Da 

















dnd Day 











LOUIS REICHERT 


General Agent, Life Dept. 


TRAVELERS INSURANCE COMPANY 
45 JOHN STREET, NEW YORK 
Tel. RE 2-7282 


FRANK S. GROH, Manager 





RALPH ENGELSMAN 


General Agent 
- 


PENN MUTUAL 
LIFE INSURANCE COMPANY 


11 WEST 42nd STREET NEW YORK 18, N. Y. 
LAckawanna 4-5000 




















SAMUEL D. ROSAN AGENCY 
INC. 


General Agent 
S. D. Rosan, Pres. 
H. J. Rosan, V. Pres. 
E 
CONTINENTAL 
ASSURANCE COMPANY 


76 WILLIAM STREET NEW YORK 5, N. Y. 
WHitehall 3-7680 











CAMPBELL & DEMAREST 


General Agents 


MANHATTAN LIFE INSURANCE 
COMPANY 


Complete Brokerage Service 


JUdson 6-2370 


120 West 57th St. New York 19, N. Y. 














JOHN H. EVANS 


Manager 
a 


HOME LIFE INSURANCE COMPANY 
110 WILLIAM ST., NEW YORK 38, N. Y. 
REctor 4-9480 




















LAMBERT M. HUPPELER 
AGENCY 


ROBERT L. G. WHITE, Brokerage Manager 
a 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


527—5th AVENUE, NEW YORK 7, N .Y. 
MUrray Hill 7-0800 


























WHEELER H. KING, C.L.U. T 
General Agent 
and 
Associates TH. 
a LIE 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
342 MADISON AVE. NEW YORK 17, N. Y. 149 Broac 
MUrray Hill 7-5560 
KI 
THE 
THE MUTUAL BENEFIT LI] 
LIFE INSURANCE COMPANY 
ARTHUR V. YOUNGMAN 
General Agent i Harry K 
136 BROADWAY, NEW YORK ciTy || |. 
REctor 2-8666 \ 
O. A. KREBS = 
General Agent 
{ 
7 | 
(| orm 
AETNA LIFE INSURANCE COMPANY | | 
151 William Street, New York 38 i 
| | 26 COUE 
REctor 2-7900 i 
THE BRAGG AGENCY 
JAMES ELTON BRAGG, C.L.U. 
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BAreclay -7-9300 





L. W. SECHTMAN 


General Agent 


AETNA LIFE INSURANCE COMPANY 
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SECURITY MUTUAL LIFE INSURANCE 
500—Sth AVE. NEW YORK 17, N. Y. 
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BURTON J. BOOKSTAVER, General Agent 




















IL 


KRUEGER & DAVIDSON 
AGENCY 


THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 





386 Fourth Avenue 
New York 


f Harry Krueger, C.L.U. Walter S. Davidson 
General Agents 
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DAVID A. CARR AGENCY, 
INC. 


CONTINENTAL ASSURANCE 
COMPANY 


1780 BROADWAY AT 57th STREET 
NEW YORK 19, N. Y. JUdson 6-4660 


Telephone MURRAY HILL 2-4500 
DAVID MARKS, JR., C.L.U. 


General Agents 
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NEW ENGLAND MUTUAL 


LIFE INSURANCE COMPANY 
17 E. 42nd STREET NEW YORK 
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Lewis E. Weingarten 
General Agent 
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INSURANCE COMPANY 
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GEORGE P. SHOEMAKER 
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LIFE INSURANCE COMPANY 
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LIFE INSURANCE COMPANY 
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PEnnsylvania 6-1922 
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| 145 JOHN STREET NEW YORK CITY 
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THE LEE NASHEM AGENCY 
OF 
THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


EMANUEL WINSTON 
Director of Training 


BILL BEERS 
Brokerage Manager 


MURRAY HILL 5-5087 
110 EAST 42ND STREET NEW YORK 


An Easy Agency to Do Business With 





DASCIT UNDERWRITERS, INC. 


General Agents 


THE UNITED STATES LIFE 
INSURANCE COMPANY 


Stanley H. Blau 
Associate General Agent 


75 Fulton St., N. Y. 38, N. Y. BEekman 3-1548 
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Morale Building Is 
Simple Process but 
Most Exacting One 


E. L. Reiley Calls It 
One of Most Important 
Functions of Agency Head 


By EDWARD L. REILEY 


Building is of 


morale one the 
most important functions and yet 
one of the most elusive which the 
general agent or manager is called 

In speaking to 
you on this sub- 
ject this morn- 
ing I am fully 
aware of my in- 
ability to cope 
with it ade- 
quately. I claim 
no distinction in 
this field. Most 
of you are famil- 
iar with the 
L.I.A.M.A. study 
which was made 
a few years ago 
and which resulted in publishing 
the four well known booklets on 
the subject of morale. I can hope 
to add but little to their findings 


upon to perform. 





E. L. Reiley 


NATIONAL LIFE CONVENTION DAILY, 


but I am willing and glad to pre- 
sent my views to you in the same 
spirit that a physician may present 
a theory regarding the treatment 
of an unconquered disease. In this 
discussion you will find that prin- 
ciples are amplified rather than 
methods. 

What is morale? The L.I.A.M.A. 
study says, “A person's morale 
with respect to his job consists of 
his mental attitude toward all fea- 
tures of his work and toward all 
of the people with whom _ he 





E. L. Reiley is general agent of 
Mutual Benefit Life at Philadelphia. 
He was formerly for many years 
with Penn Mutual, both as a general 
agent and at the home office. 

He spoke at the Managers’ Con- 
ference Thursday. 





works.” This definition connotes 
or implies a sense of satisfaction 
with his work, with his working 
conditions and with his working 


associates. I believe it prevails in 
the minds of most people. 
Winston’s dictionary defines mo- 
rale as “mental state, especially as 
regards zeal, determination, hope, 
devotion and the like, which may 
make a man or body of men 
capable of endurance and of perse- 
vering with courage in the pres- 


ence of fatigue, discouragement, 
etc.” This definition implies not 


“satisfaction” indicated 


only the 
but also a driving 


by the former, 
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power which may be produced “ee 
motivation. 

I propose to discuss morale on 
the basis of the first of these defini- 
tions and then add a few thoughts 
on motivation to cover the second. 

Morale building is really a simple 
process, but a most exacting one. 
It consists of applying human, 
Christian principles to common- 
sense business operations. It 
not the process which is difficult 
but its execution. It is somewhat 
in the category of the forward 
pass. When you plan it on paper 
or on the blackboard each man is 
assigned a specific function and the 
process is quite simple and logical. 
But when you try to execute it, 
human weaknesses and_ failures 
step into the picture as well as the 


is 








opposing eleven, and the effort jg 
frequently unsuccessful. 


Overcome Opposition 


So it is with our execution, 
Thoughtlessness, compromise with 
principles, negligence and human 
weakness are the common errors 
which we commit and constitute 
the opposition force. If we can 
overcome these human frailties we 
will most likely be able to score, 

Let us be specific. I shall env. 
merate ten elements closely asso- 
ciated to morale building, which 
if carried out would certainly bring 
gratifying results. I predict that 
each one of you will readily 


acknowledge his own ability inf 


of these ten fields, but J 
(CONTINUED ON PAGE 37) 


each 








Three past presi. 
dents of N.A.L.U. at 
the reception and 
dinner given by Oc. 
cidental Life of Cali. 
fornia in honor of 
President Charles E, 
Cleeton, Occidental’s 
general agent at Los 
Angeles; Graham 
Wells, United States 
| Life, New York City; 
William H. Andrews, 
manager of the home 
office agency of Jef- 
ferson Standard, and 
Ernest J. Clark, who 
for many years was 
general agent of John 
Hancock at Balti- 
more before his re- 
tirement. 








to the 1952 NALU Convention 


from CAL-WESTERN’S 


“The Company that 
puts the ACCENT 
on TRAINING!” 


ALFRED E. GAUMER 
Life Member. 





GRANT TAGGART 

Life and 1952 Qualifying 

Member. Past Chairman, 
Million Dollar Round Table 
and Past President, NALU. 





R. BRUCE PARKER 
1952 Qualifying Member. 





BRYAN C. STANGLE 


Life and 1952 Qualifying 
Member. 





J. J. HALLAHAN 
1952 Qualifying Member. 
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Mgr.—Life Department 
SUtter 1-4400 
100 Sansome Street San Francisco 4 


DOuglas 2-1834 
105 Montgomery St. San Francisco 4 


DOuglas 2-2912 
625 Market Street — San Francisco 5 








S. C. MARTIN 


General Agent 
NATIONAL LIFE OF VERMONT 
Telephone 2-1942 


1 Montgomery St. — San Francisco 4 


J. A. BERTRAND 


General Agent 


BANKERS LIFE INSURANCE COMPANY 
OF NEBRASKA 
YUkon 2-5366 


210 Post Street San Francisco 


CHARLES S. BROWNING 


Manager 
ERIC W. ASHLEY, Brokerage Supervisor 


THE CANADA LIFE ASSURANCE 
COMPANY 
YUkon 2-4868 


58 Sutter Street San Francisco 4 











WILLIAM H. DUNKAK, C.L.U. 


Manager 
ACACIA MUTUAL LIFE INSURANCE CO. 


YUkon 2-5942 
635 Russ Building San Francisco 4 


D. M. BROVAN — C. D. BROVAN 


Managers 


UNITED BENEFIT LIFE 
INSURANCE CO. 


YUkon 2-4200 
One Eleven Sutter — San Francisco 4 


J. DENNY NELSON 


General Agent 
AETNA LIFE INSURANCE CO. 


Telephone YUkon 2-4040 
220 Montgomery St. — San Francisco 4 








RAYMOND DESTON, C.L.U. 


General Agent for Northern California 


DOuglas 2-7910 
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Branch Manager 
“BING” FRANKLIN, Brokerage Manager 
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COMPANY 
DOuglas 2-0817 
300 Montgomery St. San Francisco 4 
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General Agent 
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INSURANCE COMPANY 
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SUB-STANDARD and SIpLL 


Earl H. Weltz & Company is a separate 
Organization — operating independently of all 
Life Insurance Companies — applying the 
"Lloyd's of London" idea to the Life Insurance 
Business. 


We are not in the employ of any Company 
but represent many Companies as general 
agents. Because of the broad scope of cover- 
age, provided by these Companies collec- 
tively, we are equipped as a Life Insurance 
Clearing House, to furnish to every man in the 
Life Insurance Business no matter where 


located — 


A UNIVERSAL SERVICE 


First Year and Renewal Commissions are paid and ted to you 





EARL H. WELL ¢ 


LINCOLN LIBERTY BUILDING 





Telephone: fithouse 6-7 
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| SPLUS LIFE INSURANCE 


Our specialty is Extra Risk or Sub-Standard 
Life Insurance. For large cases, either standard 
or sub-standard, we can supply the surplus 
amount required beyond your own Company's 
retention.. We are not in competition with 
your own Company but we would like to work 
with you on risks which they do not accept — 


or on surplus. 


Each Company we represent has been care- 
fully analyzed and selected on the basis of 
character and proved ability of management, 
financial strength, high earning power and 


sound underwriting. 


und sd to you by the Company issuing the Policy Contract 


Ll & COMPANY 


:: PHILADELPHIA, PA. 


ne: thane 6-7141 
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IT HAS “WANT APPEAL"! 





The unique Berkshire “Progressive Security Plan” is a popular 
easy-to-sell policy that is building production for our agents on 
a steadily increasing basis. It accounts for approximately 20% 
of their volume in the Juvenile field, and frequently leads to the 
sale of additional policies to fulfill other needs. Here is a typical 
example of the complete, modern line of Berkshire’s active 
commission-makers ! 


PROGRESSIVE SECURITY PLAN ! 


Ultimate at Age 1 Policy 
Ages of Issue 0 to 14 Inclusive 


(Not available in New York State below Issue Age 5. However, Ultimate at Age 5— 
Return Premium Policy is available Ages 0 to 4.) 


















SECURITY 


A Substantiol 
in Old Age 


ESTATE when MOST NEEDED 

















ret At Age 21 At Age 65 
: Monthly Income 
for Life 






$125.00 
120 Months Certain 





















adit Level Premium to Age 65 











Illustration — Five units — based on Age 5 Male 
Annual Premium $266.75 










Guaranteed Cash Value at Age 65 $20,300.00 
Dividend* Accumulations at Age 65 12,454.25 
Total $32,754.25 

Total Premiums to Age 65 16,005.00 
Excess Over Cost $16,749.25 






©The dividends in this illustration are neither estimated nor guaranteed, but 
are computed on the same basis as the scale of dividends in effect on the 
date of this illustration (July 1, 1951 Basis). Similarly, the interest rate 
assumed is that currently allowed on such accumulations. 






















We Hope You are Very Happy 
With Your Present Company 
and Will Stick With 'Em 


BUT 


If You Have Made Up Your Mind 
To Make a Change 

WE WOULD LIKE 

TO TELL YOU 

WHAT WE HAVE 


LIFE — ACCIDENT — HEALTH 


GREAT EASTERN MUTUAL 


HOME OFFICE 


Second Floor — Boston Building 
DENVER, COLORADO 
V. L. TICKNER, President 































applied much more profitably j, 
the field than in the office. 

Some years ago, upon Securing 
an interview, I would try to aroug 


Builds Clientele 
by Effective Use 
of the Audit 


Stresses Professional 
Approach for Prestige 
and Self Confidence 


By R. BRADDOCK DINSMORE 


I learned my audit while a mem- 
ber of a large agency in New York 
where everybody used the audit. 
It completely changed my sales 
methods. I have been using it 
ever since in 
practically every 
intervitw and 
feel that it is 
directly respon- 
sible for almost 
all of my sales. 
It is my feeling 
that even men 
who use the 
audit are only 
willing to go to 
the time, ex- 
pense, and 
trouble of producing one for the 
type of client who buys a large 
policy. My average sale is only 
approximately $10,000 but there is 


ferent manner than usual, such ag 
“Do you know what percentage 
of income payable to your wife js 
exempt from income tax? Do yq 
know the pension power of you 
policies? Are you needlessly pay. 
ing more for your insurance thap 
necessary? Are your policies fre 
from the claim of your wife; 
creditors when she receives the 
proceeds?” If I asked whether he 
had a will and the answer wa 
“No,” I said, “Oh yes you do, the 
state of New Jersey writes a rather 
inadequate one for you.” Any. 
thing to get hold of the policies 
so that I could report on the situa. 
tion and propose a more complete 
plan. 

Today, I take with me a sample 
audit of my work and go over it 
briefly with the prospect. It’s a 
real one of a man who in 1930 had 
four policies totaling $21,000 in 
four different companies, all of 
which had been bought as a single 
man for investment. He was mar- 
ried, had three young children, and 
was on a good pension system. In 
case of death, he wanted to have 
$5,000 for a mortgage ; $200 month- 
ly to wife or children for 20 years; 
$100 monthly to wife for life there- 
after; and a small educational fund 
for each child. Knowing his salary, 
I realized that he could not afford 
much additional premium, if any. 
Investment policies had to be 
changed to ordinary life; all pre- 
miums payable annually instead 
of quarterly, so that he was still 
paying four times a year, but sav- 
ing about $20 annually; and new 
insurance of about $40,000 pur- 
chased with the cash returnable 
and reduction of premiums. He 
then had a balanced program, ade- 
quate protection and adequate re- 
tirement. 


KEPT UP-TO-DATE 





R. B. Dinsmore 





One of the industry’s ablest users 
of the program audit, R. Braddock 
Dinsmore, Provident Mutual agent 
at Princeton, N. J., spoke at Thurs- 
day’s sales seminar on his specialty. 
Mr. Dinsmore is a Princeton gradu- 
ate, an ex-football, baseball and 
basketball coach at Princeton, and 
has been in the business since 1931. 
He has been a member of the Mill- 
ion Dollar Round Table since 1934. 





a terrific amount of repeat busi- 
ness, mainly because of the audit. 
I sell the average case and do an 
audit for any client, regardless of 
how much he buys. 


Audits Only for Clients 


Many men do audits for pros- 
pects in order to impress them be- 
fore the sale. I decided that this 
really was too much work and that 
I wouldn’t turn out audits for any- 
one who was not a client. I tell 
the prospect that this is the kind 
of work I do for my clients and 
definitely create the impression 
that only clients get this report. 
One man said, “If I buy $10,000, 
do I get one of those books?” Of 
course, it takes a great deal of 
work but I think it is ridiculous 
to think that you can sell life in- 
surance without doing a great deal 
of work. Actually, I just do a lot 
more work in the office and not 
pounding pavements. A great many 
agencies don’t have an audit de- 
partment with trained girls to re- 
lieve the agent of the many de- 
tails. I feel that this is a great 
mistake, as the agent’s time is 








I then show how the plan has 
been kept up-to-date for changing 
conditions. First, the mortgage 
was eliminated and that money 
used to increase the life income. 
Then one child completed educa- 
tion and that money was used for 
the same purpose. Now all the 
children are through college, the 
wife is 20 years older, his annuity 
fund is worth $16,000 instead of 
nothing; a 20 year deferred sur- 
vivorship annuity is no_ longer 
necessary and his wife has a much 
larger life income than _ before. 
Most of the insurance has been 
“stretched” almost 50% by use of 
the life income rate in old poli- 
cies, and he has been shown that 
at retirement he can use the cash 
value of ordinary life policies to 
produce a life income for himself 
at the favorable rates contained in 
the settlement options when the 
policies were issued. 

After showing these features of 
the plan, I ask the prospect if any- 


the prospect’s attention and inter} 
est by asking questions in a dif} 
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pody has ever done a job like this 
for him; and, even if he has had 
an audit or some other plan done, 
it is very seldom that he doesn’t 
sav “Yes, but not as thoroughly.” 
[ then tell him that to do the same 
type of job for him I need the 
policies and a lot of information. 
Here I want to emphasize that the 
more information you can secure, 
the better off you will be. 

In securing the facts, I try to be 
reasonable as to the amount, pre- 
ferring to build for the future; let 
the prospect do most of the talking 
or answering of questions; try 
definitely to sell myself and not a 
yolicy; make sure that I include 
the company pension plan or group 
insurance, if any; ask about future 
inheritance; and try to find out 
from his reactions whether he is 
more interested in protection or re- 
tirement. 

In the second interview, I show 
the mistakes and my recommenda- 
tions for correcting them. If the 
provision isn’t in the policies which 
enable him to apply the cash value 
to purchase a life income at the 
rates contained in the settlement 
options, I write to the various com- 
panies requesting that this feature 
be added. Usually, the rates are 
very good, For instance, one com- 
pany didn’t have this feature until 
1937 and at that time added a rider 
giving the privilege on all policies 
issued before that date, provided 
the insured made the election at 
ages 55, 60, or 65. As you know, 
the 1937 rates were much better 
than those of today and yet this 
rider can be attached to any old 
policy. 

I also carefully point out the 
extended term insurance option in 
the non-forfeiture provisions, 
showing how the prospect can 
make an adverse selection against 
the company in case of ill health. 


Made Favorable Impression 


These little services make a very 
favorable impression. Whether he 
buys or not, there is always some 
service to be done. I write letters 
to the various companies, have him 
sign the necessary forms, mail 
them to the companies with the 
policies, and do all the work try- 
ing to leave no loop-hole for the 
competing agent to criticize my 
work. My only price is his good 
will. 

If a person buys, I turn out the 
audit after everything is completed 
and go over it carefully with him, 
as I want to be sure he under- 
stands everything. 

What does my audit contain? 
First of all, it is a fine black leather 
book with the client’s name in 
gold on the front. Everybody 
likes to see his own name, espe- 
cially in gold, and many a person 
involuntarily says, “Oh, how nice, 
even my name on it!” before I 
have opened the cover. This defi- 
nitely makes a good impression. 

The first page is called “Infor- 
mation of Importance to My Ex- 
ecutors,” and has headings where 
his will can be found; where his 


life insurance policies and other 
valuables are kept; who is_ his 
lawyer; where does he bank; etc. 
I explain that this page is just for 
convenience, and that it is amazing 
how many men use it. I am just 
giving something for nothing, 
which I don’t have to do. This 
makes a good impression, also. 

There is a page showing his so- 
cial security and the entire situa- 
tion of life insurance, plus social 
security. 





SUMMARY PAGE 





A summary page is very valu- 
able. The main feature is that it 
shows gross premiums, dividends, 
net outlay, for individual policies; 
but they are all totaled. Cash 
values are shown for the next five 
years, also totaled; and the yearly 
increase in cash value is shown. 
Therefore, I am able to point out 
to a man that for $1,000 gross pre- 
mium, dividends are $300; net out- 





Over 94 yea 


lay $700; increase in cash value 
$550—actual cost of insurance 
only $150. This is very effective 
because most audits show these 
values on different pages and it 
is difficult for the client to see the 
entire situation. 

There is an individual page for 
each policy, the main purpose of 
which is to condense the benefi- 
ciary clause to a few understand- 
able sentences so that both in- 
sured and beneficiary can easily 
grasp the situation. This is a big 
feature because if the beneficiary 
understands what is going on, she 
is a powerful ally. 


Asks for One Name 


After I have a client or a person 
whom I have serviced, I ask him 
if he would mind giving me the 
name of just one person whom he 
knows well and thinks might profit 
from my service. I always ask for 
the name of someone who has a 
good position, probably some in- 
surance, and problems. I then find 


out all I can about the new lead 
before contacting him. 

The audit helps to eliminate 
competition. When one of my 
clients ishows another agent the 
work FE have done for him, the 
rival usually decides it isn’t worth 
his while to buck competition like 
that. I know this has happened 
many times. However, I would 
like to point out that no matter 
how impressive-looking any audit 
may be, it is possible that it con- 
tains bad mistakes, 

The advantages of the audit are 
many, such as: enabling you to get 
at the root of the prospect’s prob- 
lem; secure his undivided atten- 
tion; and using visual aid. How- 
ever, the real advantage to me is 
that it builds terrific prestige. The 
prospect feels that you are serving 
him in a professional manner; you 
secure his full confidence in help- 
ing to solve his financial problems ; 
and he is usually willing to recom- 
mend you to friends and business 
associates. 





in the United States whose age is 90 years or more. 


Monumentat LIFE is one of the few life insurance companies 


It has grown from 


modest size to an organization with 57 branch offices located 


in 42 cities throughout 13 States and the District 

















rs of Columbia. Over the years, Monumental 


Life has always served its policy- 
of growt ' - 


holders promptly and faithfully. 
@ 
and Service This record of growth and 


service indicates that although Monumental Life is old in years, it has 


remained a youthful organization . . . that it has the ability to adapt itself to the ever- 


changing times . . . that it faces the years ahead with assurance and confidence. 


e Over 94 years of successful insurance under- 


writing. 


e Assets over $132,000,000 — financial sta- 


bility second to none. 


e Over 725 million dollars of life insurance in 


force. 


e Every one of our 57 branch managers was 
formerly one of our agents. Our policy of 
promotion from within 
tunity for men with ability. 

e Our record of accomplishment is a monu- 
ment to our men in the field. 


rovides an oppor- 


MONUMENTAL LIFE 


INSURANCE COMPANY 


HOME OFFICE 


CHARLES & CHASE STREETS 





e BALTIMORE 
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CHARLES L. J. FEE GENERAL AGENCY 
Charles L. J. Fee, General Agent 


MUTUALJZLIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 


Cliff Dancer, Brokerage Mer. 


MAdison 6-5601 
530 W. Sixth St. Los Angeles 14 








WALTER S. PAYNE AGENCY 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
Western Home Office: Los Angeles, Calif. 
Assistant Managers 
Hal E. Rudolph—Ray Minner—Carl W. Kotter 
TUcker 6251 


210 W. 7th Street Los Angeles 14 








THE A. C. KRAUEL AGENCY 
A. C. Krauel, General Agent 


PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 
TRinity 9501 


523 West 6th St. Los Angeles 14 








GREETINGS rrom LOS ANGELES 


The General Agents and Managers of a Growing City 











T. R. (BOB) MACAULAY 
General Agent 
STATE MUTUAL LIFE ASSURANCE 
COMPANY 
Telephone TRinity 6439 
530 W. 6th St. Los Angeles 14 


“Specializing in Service to Brokers” 





CHARLES E. CLEETON 
AGENCY 


OCCIDENTAL LIFE INSURANCE 
COMPANY 


Robert B. Ogden, Jr., Associate Gen. Agt. 
530 West Sixth Street Los Angeles 14 


HAMMOND & CRAIG 


General Agents 


AETNA LIFE INSURANCE 
COMPANY 


O’BRIEN SAWYERS, Asst. General Agent 
WALTER A. STREB, Asst. General Agent 
HOLEMAN GRIGSBY, Mer. Group Dept. 
JOSEPH F. BRADLEY, Agency Supervisor 


810 S. Spring St. Los Angeles 14 














STANLEY J. NEUMAN 
General Agent 
CONTINENTAL ASSURANCE 
COMPANY 
TRinity 6356 


“Agency & Brokerage Service” 


Life and Non-Cancellable Disability 
510 West Sixth St. Los Angeles 14 





ROY RAY ROBERTS 


General Agent Emeritus 


STATE MUTUAL LIFE ASSURANCE 
COMPANY 


WEbster 7284 


5678 Wilshire Blvd. Los Angeles 36 





HOWARD E. NEVONEN 


General Agent 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


MAdison 6-6774 


1105 Wilshire Blvd. Los Angeles 17 








ALBERT L. JASON 


Manager 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
Assistant Managers 


Herman Haas — Ernest T. Plummer — Joseph Kniaz 
MAdison 6-8791 


609 South Grand Ave. Los Angeles 17 





J. C. SCHAEFER, C.L.U. 
Agency Manager 
GREAT-WEST AGENCY, INC. 
CALIFORNIA GENERAL AGENTS 


GREAT-WEST LIFE ASSURANCE 
COMPANY 


MAdison 6-8237 


609 South Grand Ave. Los Angeles 17 








THE 
NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


+ 
JOHN R. MAGE, C.L.U. 


General Agent 
TRinity 3821 


609 South Grand Ave. Los Angeles 17 


W. W. STEWART 


General Agent 


PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 


TRinity 0361 


510 West Sixth St. Los Angeles 14 











N. J. NELSON 
— MANAGER — 


Southern California Department 
RELIANCE LIFE INSURANCE 
COMPANY OF PITTSBURGH 


York 1144 


6336 Wilshire Blvd. Los Angeles 36 





ARTHUR E. KRAUS, C.L.U. 


General Agent 


PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 








BRUCE R. GILBERT 
and Associates 
Bruce R. Gilbert, General Agent 
Pacific Mutual Life Insurance Company 


ARizona 9-3709 
1007 Broxton Ave. 
Los Angeles 24 


Suite 210-215 











The Life Insurance Fraternity is most cordially invited to open 
house November 13, 1952 to inspect a dream come true in the 
most modern life insurance offices, the ingenuity of architects, 
builders and our 32 years experience could produce. 


THE JOHN W. YATES AGENCY 
John W. Yates and Robt. L. Woods, General Agents 
Massachusetts Mutual Life Insurance Co. 
DUnkirk 1-3181 


2601 Wilshire Blvd. Los Angeles 








THE UNION CENTRAL LIFE 
INSURANCE COMPANY 


Mark S. Trueblood, Manager 
Henry E. Belden, Associate Manager 
George Alvord, Brokerage Manager 

Southern California and Arizona 
MAdison 9-3661 


609 S. Grand Ave. 





Los Angeles 17 
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LES} 10 me N.A.L.U. ar ATLANTIC CITY 


Salute the 63rd Annual Meeting of a GROWING ORGANIZATION 


lcdakelchetete) 




















THE HAYS AGENCY 


Rolla R. Hays, Jr., C.L.U., General Agent 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


Harold P. Morgan, Ass’t. Gen. Agent—Brokerage Service 
Charles C. Nalle, Ass’t. Gen. Agent—Pension Planning 
Harry S. Watkins, Manager—Agents Training 


MAdison 6-5881 
Suite 512, Statler Center—900 Wilshire Boulevard 
Los Angeles 17 








WALTER STOESSEL 
AND ASSOCIATES 


Ralph L. Chambers 


Brokerage Dept. 
. NATIONAL LIFE OF VERMONT 
MAdison 9-1461 

609 S. Grand Ave. 


James H. Stoessel 
Brokerage Assistant 


Los Angeles 17 








FRED A. McMASTER, C.L.U. 


General Agent 


THE OHIO NATIONAL LIFE 


INSURANCE COMPANY 
1122 Wilshire Boulevard Los Angeles 17 


MAdison 6-4439 











JACK WHITE AGENCY 


Jack White, C.L.U., Manager 
Scott Russell, Tom Kilgore, C.L.U., Jerry Muller, C.L.U., 
Len Elhardt, John Konner, Bob Morris, Bob Creighton 
Assistant Managers 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
5657 Wilshire Blvd. Los Angeles 36 
WEbster 3-8211 


William G. Dodd, C.L.U. S. A. Bushell 
WILLIAM DODD, BUSHELL ASSOCIATES 
General Agents 
CROWN LIFE INSURANCE 
COMPANY 


TRinity 2383 
649 South Olive St. Los Angeles 14 


“*Specializing in Brokerage’’ 


THE PENN MUTUAL LIFE 
INSURANCE COMPANY 


TRinity 2215 
Eleven Eleven Wilshire Boulevard, Los Angeles 17 














WALTER G. GASTIL 


Manager Southern California 


CONNECTICUT GENERAL LIFE 
INSURANCE COMPANY 
Hartford, Conn. 


Richard A. Balue, Assistant Mgr. 
Don Withrow, Brokerage Mgr. 
Byron D. Williams, Group Mgr. 


601 So. Kingsley Drive Los Angeles 5 


GEORGE A. LANDIS 
State Manager 
THE FRANKLIN LIFE INSURANCE 
COMPANY 
Springfield, Illinois 
MAdison 6-6211 


649 South Olive St. Los Angeles 14 


Richard M. Grosten Agency 
General Agents 
Irving Orland, Brokerage Mer. 


THE MANHATTAN LIFE 
INSURANCE COMPANY 
of NEW YORK 
Michigan 8228 


215 West 5th St. Los Angeles 13 














UNION MUTUAL LIFE INSURANCE CO. 
— Swett & Crawford — 
Pacific Coast Managers 


CYRUS G. SHEPARD, Manager 


Life, Accident & Sickness Dept. 
Carl Hensenflow, Asst. Mgr. 
John C. Russell, Jr., Group Mgr. 


DUnkirk 1-3211 


3450 Wilshire Blvd. Los Angeles 5 


THE E. A. ELLIS AGENCY 


E. A. Ellis, General Agent 
M. E. Thompson, Assistant General Agent 
Joseph F. Tudor, Field Director 
Leslie L. Grubin, Field Director 


PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 
DUnkirk 8-6151 


612 South Shatto Place Los Angeles 5 


LEISURE, WERDEN & TERRY 
AGENCY 


— “Brokerage Exclusively” — 


OCCIDENTAL LIFE INSURANCE 
COMPANY 


MAdison 6-4161 
Suite 323, General Petroleum Bldg., Los Angeles 17 











GEO. N. QUIGLEY, JR., C.L.U. 


Branch Manager 
MANUFACTURERS LIFE INS. CO. 
Ed. Linsenbard, Brokerage Mgr. 
MAdison 9-2556 


609 South Grand Ave. Los Angeles 17 


LLOYD W. HUMMEL 


General Agent 


BANKERS LIFE INSURANCE 
COMPANY OF NEBRASKA 


MAdison 6-4433 


609 South Grand Ave. Los Angeles 17 


GERALD W. PAGE, C.L.U. 


General Agent 


PROVIDENT MUTUAL LIFE 
INSURANCE COMPANY 


Telephone: Trinity 3151 


530 W. 6th Street Los Angeles 14 








T. G. Murrell W. L. Murrell 
MURRELL BROTHERS 


General Agents 


MUTUAL BENEFIT LIFE INS. CO. 
Dunkirk 8-2121 
600 South Harvard 





Los Angeles 5 








RICHARD H. THORNE 


Manager 


AMERICAN NATIONAL INSURANCE 
COMPANY 


MAdison 6-4121 


5th Floor, 816 West 5th St. Los Angeles 17 








WILLIAM H. SIEGMUND 


General Agent 


CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 


Vandike 6151 


Suite 701, 609 S. Grand Ave. Los Angeles 17 
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American United is 75 years old in 1952. We’re not the 
oldest and we’re not the youngest. We’re not the biggest, 
nor are we the smallest. We don’t have the most insurance 
in force, and we don’t havé the least. We’re in the middle. 
And we like it. And here’s why: 

Being among the top 10% of insurance companies 
gives us the important advantages of bigness. We have 
safety, security, and we can afford top-flight talent in the 
home office. Yet we’re small enough to retain the personal 


We're old enough to have experience and young enough 
to be enthusiastic. 

American United is big enough to be big and small 
enough to be small . . . we have ambitions to grow, 
but only if the growth is slow and sound. This attitude 
reflects itself all the way through our organization... 


we're relaxed . 


. . and we find it gets us more business— 


without giving us ulcers. Is it any wonder we’re satisfied 


with our size? 


1 
I 
! 
| 
| 
I 
| 
I 
! 
! 
| 
touch in our dealings with field men and policyholders. 
l 
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AMERICAN UNITED LIFE INSURANCE COMPANY 
HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST. 
INDIANAPOLIS, INDIANA 

















Home-Guard Fits BOTH 


Both to you and to your customers, Home- 
Guard Insurance brings important advantages. 
From your viewpoint, there’s a big advantage 
in mortgage loan insurance that is optional with 
each customer. From the eustomer’s standpoirt 
it makes real sense to cover the mortgage loan 
with life insurance at such reasonable cost. 
It is entirely logical that Old Republic should 
be the company to develop this improved Mort- 





gage Loan policy. Through the past twenty 
years, Old Republic has become the largest 
company specializing in life insurance on Con- 
sumer Credit, serving over 2,000  finarcial 
institutions. 


OLD REPUBLIC 


CREDIT LIFE INSURANCE COMPANY 


James H. Jarrell, Pres. CHICAGO, ILLINOIS 











MANAGERS CONFERENCE 





The General Agent, Not His Methods, 
Determines Success, Dolwick Avers 


“Success of your agency depends 
more upon the kind of person you 
are than upon 
what methods 
you employ, be- 
cause the right 
kind of an agen- 
cy leader will do 
these things nat- 
urally,” said 
Raymond J. Dol- 
wick, general 
agent of North- 
western Mutual, 
Cleveland, at the 
General Agents 
& Managers Conference of N.A. 
L.U., Thursday at Atlantic City. 

“Treat your men as you would 
like to be treated under like cir- 
cumstances,” he said. “It’s a pretty 
safe rule.” 

Mr. Dolwick said that “the most 
important thing we have done to 
stimulate prosperity in our agency 





R. J. Dolwick 


| is to have recruited 12 men during 


the past four years who have paid 
for $4,546,000 of new business dur- 
ing our last agents’ year.” This 
represented 43.6% of the agency's 
volume. 

Still Under Contract 


“T could end this talk right here 





and you would have 75% of our 
story,” he said. Equally important, 
he added, is that all 12 men are 
still under contract and doing well 
by Northwestern’s standards. De- 
scribing the sort of agent he looks 
for, Mr. Dolwick said that first 
impression as a man walks into the 
office is important. Such impres- 
sions may be superficial but he has 
to be viewed as a prospect would 


| look at him if he were coming in 





to see him. 

Mr. Dolwick asks candidates a 
definite set of questions: What is 
his record for persistency? Did he 
try to go to college? Did he finish 
or if not, did he have a good com- 
mon sense reason for quitting? 
The same questions about jobs he 
has held. What is his background, 
does it indicate a gregarious na- 
ture? Is he quick-witted, not neces- 
sarily a fast talker, but does he 
think quickly in the interview? 


Is he ambitious? What is his 
idea of success? What prospect 
sources does he have—business 


acquaintances, alumni groups, etc? 
A young man entering the Dol- 
wick agency is expected to compile 
a list of 300 names of good, well- 
qualified prospects by the time he 
picks up a rate book. If he has a 
natural market it helps a lot. 


Establishes Confidence 


In promoting the agent’s suc- 
cess, the agency’s first aim is to 
establish each agent as an impor- 
tant personality in his own eyes. 
ach man has a private office. Mr. 
Dolwick avoids competing with 
his men for prestige, publicity, 
importance and production. All 


leads that come in and that he 


develops from personal contacts } 


are given to the agents. In five 
years he has been in on several 
millions or business but has not 
taken a dollar’s worth of commis. 
sions. 

The clerical force can have a tre. 
mendous effect on the agent’s feel- 
ing of importance and the Dolwick 
staff is aware of this. 

Another basic principle is to give 
each agent a feeling of security 
and permanence. Mr. Dolwick en- 
courages joint field work. It not 
only produces excellent results but 
knits the agency more closely to- 
gether. A good portion of business 
comes from young agents who 
bring in the senior agents on the 
case or the senior agent bringing 
in another who is a specialist in a 
certain field. 

He said this system “beats the 
classroom all hollow” and _instils 
mutual respect and appreciation. 
Mr. Dolwick employ no supervisor 
or assistant, supervision being to 
a large extent accomplished by 
fostering this joint field work. 


Maintain Sales Atmosphere 


Mr. Dolwick tries to keep his 
agents in a sales atmosphere con- 
stantly. Occasionally the agency 
has joint meetings with other sales 
groups. He takes several of his 
men to meetings of the sales ex- 
ecutives club. Agents belong to 
the Life Underwriters & Trust Of- 
ficers Council. 

In the all important field of 
holding the agents’ respect and en- 
thusiastic loyalty, Mr. Dolwick 
said that it is good to ask oneself 
periodically, are we available when 
an agent wants to see us? Do we 
go to his office as often as he 
comes to ours? Are we close to 
our men and their problems? Do 
we follow their family experiences 
as carefully as we should? Are we 
just as cordial and just as inter- 
ested in the man in a slump as in 
the agency’s current leader? 


Maintain Interest in Agent 


Are we genuinely interested in 
cur agent aside from the premium 
volume he submits? For example, 
the agency has several men who 
are getting along in years and 
write a very modest volume but 
“they are just as important to our 
general progress as some of the 
volume leaders.” 

The Dolwick agency lays great 
stress on the attitude of its agents, 
it being Mr. Dolwick’s feeling 
that successful individuals owe 
their inspiration and most of their 
success to their attitude, their 
point of view. 

“It has always seemed to me 
that the road to profit and happt- 
ness for each and every one of us 
is that of compelling ourselves to 
keep our thinking on a high post- 
tive plane,” he said. 
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E. C. Ebersol, Wis. 
Assn. Chief, Joins 
Central Standard 


E. C. Ebersol, president of Wis- 
consin Assn. of Life Underwriters, 
has been ap- 
pointed special 
consultant in 
agency planning 
for Central 
Standard Life. 
He will work 
closely with the 
company’s re- 
cruiting and 
training pro- 
grams and will 
have _ headquar- 
ters at the home 





E. C. Ebersol 


office. 

Mr. Ebersol started in insurance 
in 1921 with the E. L. Carson 
agency of Equitable Society at 
Milwaukee. He was _ successively 
assistant manager, district man- 
ager, and acting manager of the 
Carson agency. Since 1948 he has 
been assistant general agent at 
Milwaukee for Lincoln National 
Life. 

For many years Mr. Ebersol has 
been a leading figure in associa- 
tion affairs in Milwaukee. He is 
immediate past-president of the 
Milwaukee association and also is 
a director of A. & H. Under- 
writers Assn. of Milwaukee. 

Mr. Ebersol will assume his 
new duties on his return from the 
N.A.L.U. Atlantic City meeting. 





At the meeting of 
the special group in- 
surance committee: 
Chairman David B. 
Fluegelman, North- 
western Mutual, New 
York City, and B. N. 
Woodson, N.A.L.U. & 
managing director. 
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OUR PRODUCTION IS EXPANDING , 

a. 

IN BOTH LIFE AND A&H 3 
H DEPARTMENTS BECAUSE... $ 
e We are using our popular 4 in 1 PLAN to open and 2 
close the tough ones—it combines LIFE, ACCIDENT, Fa 

, HEALTH & HOSPITAL IN ONE COMPACT rf 
< PACKAGE—Most prospects need ONE or ALL 4— a 
e Chance for a sale is 4 to 1. be 
= VESTED RENEWALS FOR BOTH LIFE o 
H AND A & H 2 
a > 
e 

PLANNED EXPANSION a 

= Our expansion plans have created exceptional openings for 3 
§ several additional regional supervisors. Our supervisors are e 
“compensated with salary, expenses, and incentive bonuses, re- x 
* sulting in better income for producers who can qualify. Posi- 3 
= tions open in Missouri, Kansas, Oklahoma, Iowa, Nebraska, 
3 Minnesota, North and South Dakota. For information write— *F 
<  B. Taylor, vice president, 5 
; There ARE opportunities with this good growing company. 
% Our regional supervisors agree there is a real opportunity for = 
= EXPANSION with us. S 
° e@ 
> 

: NATIONAL FIDELITY ? 
° WIMP UMCE : 
3 

i W RALPH JONES Arecedond = 
3 Kansas City 6, Missouri 2 
e Thirty-Seventh Year of Faithful Service A 
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as MEN 
among MILLIONS 


Pacific Mutual salutes you, Officers and Members 
of the National Association of Life Underwriters, 
for your long-continuing and constructive contri- 
bution to the progress of Life Insurance. 


As representative of the outstanding “Men among 
Millions” who comprise your Million Dollar Round 
Table membership, Pacific Mutual nominates — 


CHESTER ASHFORD, McFarland, California: 
Life and Qualifying Member M.D.R.T.; President Pacific Mutual 
Big Tree Club, and National Production Champion 1952. 


R. EARL DENMAN, Cincinnati, Ohio: 
Life and Qualifying Member M.D.R.T.; Vice President Pacific 
Mutual Big Tree Club; National Production Champion 
1932, 1937, 1940, 1942, 1945, 1946, 1949, 1950, 1951. 


ROBERT A. BROWN, Los Angeles, California: 
Life Member and Past Chairman M.D.R.T.; 
Pacific Mutual National Production Champion 1925, 
1926, 1929, 1930, 1931, 1936. 


ABRAM L. GELLER, Houston, Texas: 
Life Member M.D.R.T.; 
Pacific Mutual National Production Champion 1934, 1943. 


EUGENE I. RAPPAPORT, C.L.U., Chicago,: Illinois: 
General Agent; Life Member M.D.R.T. 


E. WALTER ALBACHTEN, Detroit, Michigan: 
General Agent; Qualifying Member M.D.R.T. 


LIFE INSURANCE COMPANY 





HOME OFFICE—LOS ANGELES, CALIF. 


Doing business through General Agencies 
in 41 states and the District of Columbia 
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THE MACCABEES 


Metropolitan Agency 


a 
= 
* NEW ENGLAND MUTUAL 
JOHN HANCOCK MUTUAL Sica: 
60 EAST 42nd ST. NEW YORK CITY eS New York 
225 BROADWAY BArclay 7-1070 


MU 2-1630 








EDWIN J. ALLEN 
HAROLD G. PRATT 


General Agents 


THE SCHMIDT AGENCY 


WOrth 4-3800 
NEW YORK, N. Y. 
































RUSSELL E. LARKIN 


Manager 


CONNECTICUT GENERAL LIFE 


INSURANCE CO. OF HARTFORD 


225 BROADWAY, N. Y. 7, N. Y. 
REctor 2-6633 








JOS. D. ee AGENCY 
INC. 


THE TRAVELERS INSURANCE CO. 


Guaranteed Low Cost Life Insurance 








Saul Rosenstein M. Goldstein ‘A. J. JOHANNSEN and ASSOCIATES 


Manager Assoc. Manager 


NORTHWESTERN MUTUAL LIFE 


110 William St. — WO 2-5800 remains 






































THE JULIUS M. EISENDRATH 


AGENCY 
a 


THE GUARDIAN 
LIFE INSURANCE COMPANY 


1800 Empire State Building 
New York 1 
CHickering 4-4400 





74 Trinity Place 136 Greenwich St. 
New York Hempsted, N. Y. 
WM. LZ. Perrin & Hon, Ine. C. 'W. SABIN, Manager 
General Agents and Underwriters THE JOHN STREET AGENCY 
CONTINENTAL ASSURANCE CONNECTICUT GENERAL LIFE 
COMPANY INSURANCE COMPANY 
Perrin Building ® 
75 Maiden Lane New York 38, N. Y. $5 JOHN STREET NEW YORK 38, N. Y. 
“A Friendly Office” WoOrth 4-6060 
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j ATLANTIC CITY 


CONVENTION OF N. A. L. U. 


BEST WISHES! 








THE oh Gon AGENCY 


BERKSHIRE 
LIFE INSURANCE COMPANY 


921 Bergen Avenue 
Jersey City 6, N. Y. 
Newark Jersey City 


MArket 2-2242 JOurnal Sq. 4-1724 
New York 


REctor 2-4540 


Zs 














HOEY AND ELLISON LIFE 
AGENCY INC. 


WALTER W. CANNER, President 


EQUITABLE LIFE INSURANCE CO. 


OF IOWA 
118 William St., 38, N. Y. BA 7-4800 
129 Church St., New Haven 8-4114 








Loads of Success to N.A.L.U. in 1952 
HAROLD N. SLOANE, C.L.U. GEN. AGT. 


Gruber Lynch & Sloane 
CONTINENTAL ASSURANCE 


111 JOHN STREET . NEW YORK 38, N. Y. 
BEekman 3-4545 























JAMES F. MacGRATH, JR. 


General Agent 


THE UNITED STATES LIFE 
INSURANCE COMPANY 


84 WILLIAM STREET 
HAnover 2-7865 


NEW YORK 38 














ROSWELL W. CORWIN, C.L.U. 


General Agents 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


150 BROADWAY NEW YORK 38, N. Y. 
BEekman 3-6620 


20 Years of Service to Brokers 


DAVID T. HERSCH 


General Agent 





SECURITY MUTUAL LIFE 
INSURANCE COMPANY 


15 East 40th Street New York 16, N. Y. 
ORegon 9-3533 




















THE SULLIVAN AGENCY 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
of Philadelphia 


ARTHUR L. SULLIVAN EDWARD J. EMMET 
General Agent Supervisor 


1107 William Street New York 38, N. Y. 
WHitehall 4-5926 


RAYMOND F. THORNE, C.L.U. 


General Agent 


Over 100 Years of Security and Service 


BERKSHIRE LIFE INSURANCE CO. 


225 BROADWAY NY¥. 7, N.Y. 
Phone: BArclay 7-3836 




















THE CHARLES B. KNIGHT 
AGENCY, INC. 


General Manager 
| 
THE UNION CENTRAL 
LIFE INSURANCE COMPANY 
New York 7, N. Y. 


CHARLES N. BARTON, Pres. 
PAUL S. RANCK, Ch. of Bd. & Treas. 


225 Broadway 





WILLIAM A. ARNOLD, Il 


General Agent 


Me Homer 4 


MUTUALJLIFE ‘INSU RANCE an 2MPANY 
TON, Ma 


161 William Street, New York 38, N. Y. 
WO 4.2367 


HOWARD D. FONZ, Brokerage Manager 
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Smith Discusses Three Essentials 


(CONTINUED FROM PAGE 10) 


information, and our inspiration 





tial. 
more money. It is the pattern of _ I heard one of the best authori- 
management and top leaders of ties on insurance make a startling 
my company, and of other com- statement. He said that in 10 
panies that fire me to greater years from now one-half of the in- 
things. surance sold in this country would 

No. 2 that I place on my list be sold by men that are not yet 
is information. You may call it in the field. That shows how the 
education. I did not have the edu- trend is and the degree of aid men 
cational advantages the young must have to cope with the trade. 
people have today, but in our busi- When we in the life insurance 
ness any man willing to study and business get too old to be taught 
be taught can keep abreast of or to learn, we are dead and don’t 
times. know it. 


nothing. You have heard 


knowledge is power. 


ganized into a plan of action. In 
working a debit I find work to 
do that is a real pleasure, and all 
the pleasure I get from my busi- 
ness is not from a monetary stand- 
point. 


WE'RE AMBASSADORS 











Now, we can be ambassadors 
of good will everywhere we work. 
Not only for the companies we 
represent, but for this great nation 
as well. This thing we call free- 
dom and the democracy we preach, 
that everybody thought was going 
to take the world, has not worked 
out so well. The circle on the map 
is growing smaller, and the coun- 
tries that once believed in our way 
of life have changed. If we are not 
willing to share with the people 
we deal with every day, in their 
trials and misfortunes, they may 
have the chance to take away 
what we have built in this great 
nation of ours. Freedom and re- 
sponsibility are like the Siamese 
twins. If separated they die. 


President’s Club 


Speaking of these working es- 
sentials, I have made the honor 
club six years in a row. In Sep- 
tember, 1949, my manager called 
me on the carpet and said, “I 
want you to do something for me 
and something for you that will 
work wonders. You know the rea- 
son a great many people do not 
recognize an opportunity when 
they meet it, is that it usually goes 
around in overalls, looking like 
hard work. I want you to go to 
the President’s Club.” You know 


Home Friendly Insurance Company 


OF MARYLAND 











68 Years of Progress 


Industrial and Ordinary Life Insurance 














GREETINGS TO THE ATLANTIC CITY CONVENTION 
FROM NEWARK GENERAL AGENTS AND MANAGERS 


J. BRUCE MacWHINNEY WILLIAM H. FOREMAN 


General Agent for New Jersey Manager 


fue New Jersey Agency 
xe 
LIFE INSURANCE COMPANY 

oF Boston. MassacnussTTS 


of 
Newark 





Mutual Benefit Life Ins. Co. 


_744 Broad St. Tel. Mit 2-6100 
Newark 2, N. J. Room 1001 


WILLIAM R. BEARDSLEE AGENCY 


L. E. Groell, Brokerage Manager 


THE NATIONAL LIFE INSURANCE CO. 
Newark 2, N. J. 


9 Clinton St. MArket 3-2610 





C. VERNON BOWES 


General Agent 


BOWES and JOSEPH 
New England Mutual Life 


Insurance Company 


1180 Raymond Commerce Bldg. 


Raymond Commerce Bldg. 


Newark 2 MArket 3-2930 














After we have all the needed 
there is one more and last essen- 
I call it determination, hard 
work. I find the only reason I do 
not produce is when I don’t work. 
This week you have all heard and 
talked about some real ideas for 
doing your job better, and if you 
are like me you sat back and said, 
“Fine, dandy, I will try that.” And 
what happens? Nothing, absolutely 
that 
It becomes 
power only when and if it is or- 


in working a debit of $400 weekly, 
$1,600 monthly, and about $1 mil 
lion ordinary, it is no child’s play 
to make the President’s Club. ~ 

We do not have a great number 
of folks that have money in a town 
of 3,500 people, so I knew I was 
going to have to write a lot of 
small applications. The results 
were: from September to Decem- 
ber I wrote as much business as 
I had written all the year. 





Stanley Explains 
Operation of NALU 
A. & H. Committee 


How the formation of an organ- 
ization among the state associa- 
tions to coordinate the efforts of 
the A. & H. committee of N. A 
L. U. is proceeding was explained 
by L. M. Stanley, Monarch Life, 
New Britain, Conn., chairman of 
the subcommittee on associations 
of the A. & H. committee, speak- 
ing at the committee’s meeting 
Monday. 

Organization was handled by 
dividing the country into five areas 
with a chairman for each, these 
area chairmen working with state 
chairmen, who are in the process 
of being appointed. Thus, said Mr. 
Stanley, an organization would be 
formed which would act in funnel- 
ing information to and from the 
N. A. L. U. A. & H. committee 
and would also be in a position to 
see to it that educational programs 
on A. & H. were made available 
to the local associations through 
the state sales congresses, forums, 
caravans, etc., and would be able 
to take up with the A. & H. com- 
mittee any suggestions that might 
be offered. State chairmen have 
been appointed in New Hamp- 
shire, Massachusetts, Connecticut, 
North Carolina, Georgia, Florida, 
North Dakota, Idaho, California, 
Utah, Colorado, New Mexico, Ok- 
lahoma, Arkansas, Mississippi, 
Louisiana, Alabama, Kansas and 
Texas. 


Cases of Unethical Treatment 


Mr. Stanley said that in the last 
year there have been several in- 
stances that have demonstrated 
the harm that can be done both to 
the life and the A. & H. business 
by the unethical treatment otf 
policyholders. Each of these was 
reported to the insurance commis- 
sioners of the states where they 
occurred with results “disastrous 
to say the least, for both the com- 
panies and the agent involved.” 

Immediate Past President John 
D. Moynahan explained that the 
N. A. L. U. trustees passed over 
the idea of making the special 
A. & H. committee a_ standing 
committee because the board felt 
that in view of the succession of 
by-laws changes in recent years no 
more should be made this year, 
and it seemer incongruous to open 
up the matter just for one com- 
mittee. 
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Talk Term Replacement, Mass Selling 


(CONTINUED FROM PAGE 15) 
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is the only thing for the client to 
buy. At the field practices com- 
mittee meeting there was no criti- 
cism of the sale of term insurance 
as such. Instead the comment 
was all on the question of what 
to do about replacing term, the 
kind of advice to give the policy- 
holder regarding his term coverage 
and the importance of a full ex- 
planation of existing term insur- 
ance in any program outlined. 
Until now the National associa- 
tion has never taken a firm, clear- 
cut position regarding the replace- 
ment of existing term insurance 
and Mr. Collins included in his re- 
port a statement representing the 
association’s position to be offered 
for adoption. He explained that in 
reality it does no more than to put 
the National association in line 
with the existing laws of the vari- 
ous states regarding twisting and 
misrepresentation. 


Give Public Right Advice 


All of those that spoke at the 
committee meeting, including John 
S. Stein, American National, Bir- 
mingham, Ala., agreed that “ 
public is entitled to service anc 
advice regarding term insurance 
and that all of the facts regarding 
term should be given, including 
the provisions of the family income 
rider and all other term riders ; 
information regarding the right to 
convert without medical examina- 
tion, and the carry-over of divi- 
dends. ; 

When mass coverage and mass 
selling was being discussed, Chair- 
man Collins remarked that in New 
York state during the -year the 
former limitation of $20,000 on 
group was removed and he said 
that the New York state associa- 
tion has been trying to devise a 
formula that will provide that 
above a certain minimum amount 
group coverage will be related to 
permanent insurance. A study of 
this possibility will be continued. 


Abuses of Real Purpose 


The discussion on mass coverage 
and mass selling were concerned 
principally with what were referred 
to as abuses of the real purpose of 
group coverage. For instance the 
officer of a bank will sometimes ob- 
tain a license to write bank group 
creditor insurance. Group depend- 
ency coverage of one kind or an- 
other is growing rapidly. This is 
usually of the type that includes 
the entire family, uncles, aunts, 
and a long list of relatives. It was 
observed that two veterans’ organ- 
izations are advertising such cov- 
erage, which is wide-open and all 
inclusive. There is a definite tend- 
ency in the writing of group cases 
toward such a liberalization of cov- 
erage and those who spoke all said 
that a valid employe and employer 
relationship should be the basis of 
any group contract written. 











The discussion on bank financed 
plans was brief although during it 
reference was made to the fact that 
these schemes have caused a con- 
siderable stir in California and 
Hawaii. 


Non-Sales Personnel 


Discussion of non-sales person- 
nel was limited to the unanimous 
opinion that all in this classifica- 
tion should not be licensed. 

E. C. Schroder said one company 
operating in Wisconsin is selling 
life insurance with a mortgage tie- 
in and insisting that ordinary life 
or any other higher premium type 
of policy, new life insurance, be is- 
sued in the amount of the mortgage 
and that this particular company 
will not grant a mortgage if the 
applicant is uninsurable. 
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E. Cleeton flanked by two of his hosts at the reception and dinner 
agency vice-president of 


in his honor Monday evening: William B. Stannard (left). 
Occidental Life of C 








alifornia, and Horace Brower, Occidental’ 
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TO ALL NALU DELEGATES 


Greetings 
AEA, 
J. D. Marsh & Associates 


Russell W. Klise, C.L.U, 
Wilson P. Graham, C.L.U. 
Robert P. Gatewood 
Leslie H. Patton 

Robert D. Coffman 

Roy H. Woodside, C.L.U. 
Lawrence A. Oosterhous 
Col. Daniel I. Moler, Ret. 
Harvey H. Hamilton 
Robert J. Klingenberger 
David H. Gauntlett 


James W. Rand 

Mitchell T, Curtis, C.L.U. 
Robert D. Haney 

James C. Van Story, Jr. 
John D. Marsh, C.L.U. 
Eugene F. Roesser, C.L.U. 
James C. J. Ballagh 
Charles K. Reid, II, C.L.U. 
T. E. Spencer, C.L.U. 
William J. Mackenzie, Jr. 
Menard Doswell, IIT 





Estate Planning Service Employee Benefit Plans 
Business Continuation Plans 


122 Marsh Building Executive 7343 


WASHINGTON, D. C. 
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TO ALL AMERICANS 


Life Insurance offers freedom to a people 
who believe in freedom. 


To the breadwinner, freedom from 
worry ... To the widow and her chil- 
dren, freedom from want... To the 
aged, freedom from dependency ... 
And to all Americans, it offers se- 
curity without sacrificing individual 
liberty and freedom. 
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Yours is an important message! 





INSURANCE =) c OMPANY 
; . SS 


David O. McKay, President Salt Lake City, Utah 


$275,000,000 insurance in force 
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Finds Joy in Association Work 
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great leaders, men who sincerely 
believed in the high purposes and 
worthwhile goals of the associa- 
tion and who were able to inspire 
others to work toward those same 
goals. Two of our association 
members have served with distinc- 
tion as president of the National 
Assn. of Life Underwriters. Others 
have been capable leaders of the 
Texas association. All were en- 
dowed with the same conviction— 
that the life underwriters’ associ- 
ation should and would always be 
a power for good. 

But there is one phase of asso- 
ciation work that has meant more 
to me, has given me more pleas- 
ure and from which I’ve had more 
fun than any other. That is the 
pleasure I’ve received from being 
closely allied with the younger 
men in our association. 

I have almost the pride of a 
father in many of these young 
men, unafraid of the future, deter- 
mined to reach their chosen goals 
in life, and afire with zeal to carry 
the successful work of our local 
association on to greater heights 
of accomplishment. 

These young men are eagerly 
studying the leadership training 
program and are heart-warmingly 
enthusiastic about entering into a 
plan of advancement, advancement 
which will not fail to bring our 
association and the profession of 
life underwriting to a much higher 
level of public regard in our com- 
munity. 

And there are many other pleas- 
ures I’ve found in my more than 
twenty years as a life underwriter. 
There is the genuine pleasure we 
all feel when we realize that the 
NA.L.U. (C.L.0. and L.U.T) 
courses have resulted in so raising 
the general level of our profes- 
sional skill that our members are 


accepted, unquestioned, by our 
buying public as experts with 
whom it not only is safe, but is 
wise, to counsel. 
Protect and Benefit 

There is satisfaction, too, in 


knowing that local and state as- 
sociation work means _participa- 
tion in the enactment of legislation 


—— 


that protects and benefits the in. 
surance-buying public. 

There is still another pleasure 
I find in working in our local as. 
sociation of life underwriters—the 
pleasure of knowing that our as. 
sociation is helping to develop a 
most healthy community relation. 
ship between the field underwriter, 
the agency manager and the home 
office official. 

In our town today there are 5 





— 





On hand from L.I.A.M.A. headquarters: 
Laurence Morrison, research consultant, 
and Donald E. Lynch, assistant director of 
institutional relations. 





home office companies, more than 
in any other city in the nation, 
There is developing in our city a 
relationship between life under- 
writers in various capacities that 
I like to call “partnership un- 
limited.” 

When we have the concerted ef- 
forts of all members of this group 
working in the same direction— 
for the betterment of the life un- 
derwriting profession—there is ab- 
solutely no ceiling or limit—to 
what we can accomplish. 





Frank Mosley Is on Hand 

“Uncle” Frank Mosley, Benefi- 
cial Life, Salt Lake City, was on 
hand despite earlier fears that his 
health would not permit him to 
make the trip. He started attend- 
ing N.A.L.U. meetings in 1911 and 
has missed only two annual gath- 
erings in the last 20 years. He is 
national committeeman from Salt 
Lake City and is now serving his 
sixth three-year term. 








income... 





_LET’S FACE iT! 


YOU NEED GREATER 
PREMIUM INCOME TODAY! 


Pacific National Offers top commission 
policies that have the sales appeal to increase your 
Do your policies have sales appeal? 


Write Ken Cring Today about the sales opportunities 
and General Agency openings available with . . . 


PACIFIC NATIONAL LIFE ASSURANCE CO. 
411 East South Temple — Salt Lake City, Utah 
RAY H. PETERSON, Pres. — KENNETH W. CRING, V.P. & Supt. of Agencies 
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Conquer Fear, Inexperience, 
O’Laverty Urges at Seminar 


By GLEN R. O’LAVERTY 


Since I am not an orator, a 
public speaker or a writer of fine 
phrases, as you 
shall see, I come 
before you as a 
“seller.” 

As “sellers’ of 
insurance, 
we realize that 
there is nothing 
new under 
the sun. Any 
thoughts I may 
think about in- 
surance have 6 pn. onaverty 
been thought of 
by my predecessors in the insur- 
ance fraternity. The underlying 
principles of salesmanship have 
not changed. However, everything 
is in process, nothing is static! 
The only change lies in the man- 
ner of applying the basic princi- 








Addressing the national sales 
seminar, Glen R. O’Laverty, Busi- 
ness Men’s Assurance, Bluffton, 
Ind., went back to fundamentals to 
give his hearers an inspiring con- 


cept of “What Are You Selling?” 





ples. The way things were said a 
decade ago is not the way we are 
saying them today. So I am not 
attempting to give any new funda- 
mental processes for selling insur- 
ance but only to clothe the same 
old underlying principles in terms 
of today. 

Nor do I wish to discuss with 
you the many so-called “tricks” of 
getting an interview such as get- 
ting your foot in the door, present- 
ing your proposition, slipping the 
pencil in the prospect’s hand. 
These subjects have been thor- 
oughly discussed by the experts. 

After considerable thought, the 
question “just what are you sell- 
ing?” persisted. What is an insur- 
ance salesman selling? 


What the Product Is 


We insurance sellers know or 
are supposed to know all the afore- 
mentioned tricks of selling. But 
let us go a little deeper and con- 
sider what this product we are 
selling really is. Are we selling 
something that many say is ab- 
stract and not a concrete product, 
or is our product actually con- 
crete? To me, securing my fu- 
ture and providing an income for 
my family in event of my death, 
and providing for the education of 
my children, is very concrete. 

If you will pardon a personal 
reference, I will reminisce 4 bit. 
At the age of three years. I was 
left an orphan. Due to the failure 
of some “seller” of insurance there 
was no money for the care and ed- 
ucation of my three sisters, my 
brother and myself. Consequently, 
the next decade found me in or- 
phan homes over the state of 


Indiana. The terrible experiences 
suffered due to bad conditions in 
these so-called homes, the yearn- 
ing for a real home with some one 
who really cared for me, was so 
intense that I resolved to do all 
in my power when I grew up to 
prevent other children from suf- 
fering like experiences. Years 
later, I found a method as you 
shall see. 

At the age of 13, an aunt and 
uncle in Rockville, Ind., took me 
into their home. My uncle immedi- 
ately purchased an _ educational 
plan for me. Four years later, in 
January, 1935, his death occurred. 
This educational plan of insurance 
enabled me to enter Indiana Uni- 
versity in September, 1935, with 
a monthly allowance of $50. In to- 
day’s parlance, $50 is a_ small 
amount, but in 1935, a dollar was 
still 100% good. Anyway, that 
seemingly small sum meant thé 
difference between my college edu- 
cation or none. 

Today my aunt is still living and 
drawing monthly allowances from 
my uncle’s insurance. She is not 
dependent upon anyone for her 
support, in her declining years. 
Can you wonder that I was “sold” 
on insurance or that as soon as 
I had completed my college course 
I signed up as an insurance sales- 
man for the Business Men’s As- 
surance Co., the fairy godfather 
whose aid invoked by Uncle Harry 
Shores made my college education 
certain? Or that my uncle’s fore- 
thought has proved a beacon and 
an inspiration down through the 
years? Or that today I am re- 
joicing because by resolution to 
keep boys and girls from spending 
their formative years in orphan 
homes has been realized while I 
am selling insurance contracts to 
their parents or other relatives? 





ATTITUDE VITAL 





This personal experience is by 
way of illustration to emphasize 
the important fact that we must 
either have or acquire the right 
attitude toward this product we 
are selling. We must believe in 
the good we are doing when we 
deliver a life insurance contract. 
We must feel, without becoming 
arrogant, that we, as life insurance 
men, are as important to our re- 
spective communities as the doc- 
tor, the lawyer, or even the under- 
taker. In my way of thinking, we 
are even more important. If we, 
as life insurance men, do not feel 
down deep in our hearts that we 
are a part of the community and 
that our services are needed in the 
community, then we do not have 
the proper perspective of what we 
are selling. I believe my services 
are needed in Bluffton, Ind. 

I have had many experiences in 
the six years that I have lived 

(CONTINUED ON PAGE 36) 
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Constitution Life Insurance 
Company 


now operating in 


CALIFORNIA OREGON WASHINGTON 
ARIZONA NEVADA UTAH 
IDAHO COLORADO NEW MEXICO 
INDIANA MICHIGAN MONTANA 
WYOMING OKLAHOMA 
TERRITORY OF HAWAII 

Featuring 
e LIFE INSURANCE 
and 


e DISABILITY INSURANCE 


Modern, streamlined policies with lots of 
sales appeal and most liberal agency con- 
tracts with non-forfeitable renewals. 


Please communicate with us if you are in- 
terested in making more money in the in- 
surance business. 


Write or See 


ROSS BOHANNON, 


Constitution Life Insurance Company 
LOS ANGELES 5, CALIFORNIA 


President 


434 SOUTH VERMONT AVE., 




















f Cueck THESE 


FOUR ANSWERS ror 


THE AMBITIOUS LIFE UNDERWRITER 


¥Y QUALITY COMPANY... 
Best's Highest Rating 


¥ QUALITY COMPENSATION ... 


Unusual General Agency Plan... 
Fine Retirement Plan. 


¥ QUALITY TRAINING... 


Home Office Schools . . . Refresher Training 
Schools . .. At Company Expense 


¥ QUALITY TERRITORIES ... 


Often Possible for the Ambitious Man 
Who Wants to Build a Quality Agency 


CENTRAL LIFE ASSURANCE COMPANY 


DES MOINES, IOWA 


1896 1952 


A Mutual Company 
"One of the Best" 
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Life Insurance Is Alive = Romantic 
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write was the new immigrant to 
this country. He listened to words 
which were not clear to him, and 
certainly misunderstood the mean- 
ing of the policy. Many buyers of 
a 20-payment life policy thought 
that if they allowed dividends to 
accrue, the policy would mature 
in 16 years. This misunderstand- 
ing, born of the lack of knowledge 
of both agent and_ policyholder, 
hurt the business, hurt the agent, 
hurt the policyholder. There 
certainly no excuse for it today, 
Mr. Cooper said, and, fortunately, 
most agents make very sure that 
policyholders know what they are 
buying. Today’s agents can do 
this because they know much more 
about life insurance than their 
predeccessors did. 


is 


Nothing Less Intangible 


It has often been said that this 
product the agent sells is an in- 
tangible, an abstract thing. This, 
to Mr. Cooper’s way of thinking, 
is an erroneous conception, having 
absolutely no basis in reality. “Is 
there anything less abstract, less 
intangible than concrete financial 
security?” he asked. 

“What is more concrete than 
food—than clothing—than a place 
to live in? What is more neces- 
sary and basic to life, liberty and 
the pursuit of happiness than these 
fundamental essentials? And, 
where else and how else can these 
human requirements of everyone 
throughout this great country of 
ours be guaranteed, beyond a 
peradventure of doubt, except 
through life insurance? 

“And, friends, I emphasized 
GUARANTEED! Abstract? In- 
tangible? Indeed not!” 


MOST ALIVE PRODUCT, 








He declared that life insurance 
people have the most romantic, the 
most emotionally appealing, the 
most alive, the most understand- 
able product of all sales products. 
It is only necessary to present it 
to everyone in this brilliant light 
to make them realize its great im- 
portance in their scheme of things. 


Mr. Cooper has been asked 
many times during conversations 


a 
with other agents how he manage 
to write such a large volume 0 
business considering the size of his 
debit and the number of famili« 
this debit contains. His debit jy 
1951 consisted of 466 families frop 
which he collected about $495 jy 
weekly premiums and $2,200 in 
monthly premiums. This debit 
covered an area both city and 
rural, and was made up of familie; 
in which the breadwinners range( 
from the ordinary laborer to ai. 
craft workers, with a scattering oj 
white-collar workers, and very 
few, if any, business men or ex. 
ecutives. 

A debit of this size demands q 
great deal of time and involves, 
great deal of detail work, such a; 
collecting of premiums, servicing, 
changing ot beneficiaries, trans. 
fers “of and on, call- backs, and, 
most important of all, keeping ac. 
curate accounts which takes many 
hours of bookkeeping, and _ other 
details too numerous to mention, 
Yet, through control of his one 
great asset, time, he had enough 
oi it left over to write more than 
$500,000 of paid-for new business 
in 11 months of 1951. 


Legwork vs. Headwork 


He cited a recent article in one 
of the trade journals in which it 
was stated that an agent, in order 
to write $3 of debit increase per 
week, must make 40 calls in order 
to secure 24 interviews, which 
should produce six sales averaging 
50 cents apiece. “To my way 0 
thinking,” he commented, “that 
is doing it the hard way. That i 
using legwork in place of head 
work. 

“How is it possible to collect 
and service a debit of a reasonable 
size, with its infinite detail, and 
on top of all that, make 40 calls: 
It must take extraordinary energy 
and crowding. Is it necessary, and 
should it be necessary, to make % 
many calls in order to produce 
such a comparatively small vol 
ume of business? Can this be called 
proper planning?” 

As Mr. Cooper sees it, a man 
must have time to devote to out- 
side activities in order to enlarge 
his own outlook on life, to develop 
an interest in affairs both local 











Trustee Eunice C. 
Bush, Mutual Life, 
Baton Rouge, flanked 
by Lester O. Schriv- | 
er, past president of |) 
N.A.L.U., and gen- 
eral agent of Aetna 
Life at Peoria (left) 
and William David- 
son, Equitable So- 
ciety, Chicago, N.A. 
L.U. trustee. 


‘*, 
* ve 


A ie 





“se 
be hi eneet eis 


Prt SHR “ “tH pare 








ond Day 








and nati 
contacts 
prospect 
policies” i 
side activ 
of the ag 
in his cc 
insurance 


Breakdov 
He pr 


his last b 
point, a 
never ca. 
or eight 
is, five V 
1 to Nov 
applicatic 
working 
ordinary 
face amo 
for the ye 
pare qui 
and his 
ing pace. 
“May . 
I have r 
lives of | 
owners, | 
this busit 
come fror 
are prepc 
earners a 
not large 
multitude 
cover on 
state the 
about my 
a good v 
written if 
work inte 


NOT CI 


“Now, 
happen t 
luck? Be 
for it? Ne 
my daily 
changes, t 
tions thr 
through | 
establishe 
definite n 
have sele 
particular 
proach tl 
with com 
questionir 
who have 
insurance 
presentati 
need. 

“When 
home and 
dren, whc 
surance | 
two to fir 


programm 


Guide,’ ar 
covering 
considerin 
I approac] 
about $5, 
a family i i 
his imme 
penses, ( 
monthly j 
children, 
for himse’ 
Ways sho 
m with h 
fits and ot 
“But, a: 





Anaged 
ime i 
of his 
AM ilies 
bit in 
S from 
495 in 
200 in 

debit 
y and 
amilies 
ranged 
to air. 
ring of 

Very 
Or ey 


ands a 
Ives 3 
uch as 
vicing, 
trans. 
s, and, 
ing ac. 
; many 
— other 
ention. 
is one 
>nough 
e than 
ASiness 


in one 
hich it 
1 order 
se per 
1 order 
which 
Taging 
vay 0 

“that 
“hat is 
head- 


collect 
onable 
il, and 
calls? 
energy 
y, and 
ake so 
roduce 
ll vol- 
called 


a maf 
0 out: 
nlarge 
levelop 
| local 


—— 





dnd Day 


NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 11, 1952 


35 








and national, to cultivate social 
contacts which will enable him to 
prospect upward and write larger 
olicies in less time. All these out- 
side activities are an essential part 
of the agent’s growth and success 
in his community and in his life 
insurance business. 


Breakdown of His Results 


He presented a breakrown of 
his last year’s results to prove his 
point, and emphasized that he 
never called on more than seven 
or eight people in one week—that 
is, five working days. From Jan. 
1 to Nov. 30, 1951, he wrote 225 
applications, or one application per, 
working day. Of these, 71 were 
ordinary cases, averaging $6,000 
face amount per sale. His records 
for the years previous to this com- 
pare quite favorably with 1951, 
and his record for 1952 is keep- 
ing pace. 

“May I remind you again that 
I have no big contracts on the 
lives of executives, business 
owners, etc. More than 95% of 
this business, year after year, has 
come from my debit. My prospects 
are preponderantly average wage- 
earners and even less. Mine are 
not large programs covering a 
multitude of needs; rather, they 
cover one or two basic needs. I 
state these figures, not to brag 
about my results, but to show that 
a good volume of business can be 
written if you plan your time and 
work intelligently. 





programming 





NOT CHANCE OR LUCK 





“Now, how do all these sales 
happen to me? By chance? By 
luck? Because someone asks me 
for it? No! Only because through 
my daily observations of family 
changes, through unobtrusive ques- 
tions thrown out day after day, 
through friendly interest, I have 
established in my own mind the 
definite needs of those persons I 
have selected to call upon that 
particular week. Therefore, I ap- 
proach these prospects in need 
with complete assurance and un- 
questioning confidence. Few men 
who have the money to buy life 
insurance will withstand a proper 
om based upon a definite 
need. 


“When I see a man with a new 
home and one or two small chil- 
dren, who has about $2,500 of in- 
surance bought anywhere from 
two to five years ago, I use our 
tool, the ‘Dollar 
Guide,’ and show him a program 
Covering all his needs. Usually, 
considering the type of prospect 
Il approach, I wind up selling him 
about $5,000 basic insurance, with 
a family income rider. This covers 
his immediate needs for last ex- 
penses, critical period, and a 
monthly income for his wife and 
children, plus retirement income 
for himself, if he lives. And I al- 
Ways show him how this plan fits 
m with his social security bene- 
fits and other resources. 

But, as he grows, and as his 


YUM 


children grow, I grow with him, 
for his entire program, as first 
presented to him by me, is always 
being brought to his attention for 
further consideration, for further 
revision, because I have antici- 
pated for him his journey through 
life, and prophesied happiness and 
security to his loved ones.” 


Meets Sales Resistance 


Mr. Cooper said he didn’t want 
anyone to think that he goes into 
a home and gets no sales resist- 
ance. “I do, just as we all do. One 
of the most common questions put 
to me is: ‘Suppose, Mr. Cooper, 
after three or four years I find I 
can no longer pay for this insur- 
ance. Do I lose everything? What 
have I gained?’ 

“When a prospect talks to me 
about losing money on insurance 
in the event of financial reverses, 
I look at him and in a friendly 
but emphatic way I ask: ‘Mr. 
Prospect, may I ask how much 
you paid down for your lovely 
home when you first bought it 
three years ago? You say $3,000?’ 
I then reply, ‘Now, Mr. Prospect, 
if you don’t pay your next two 
months’ rent, doesn’t the mort- 
gagor have the legal right to fore- 
close for the amount due? He 
thinks a moment and answers, 
‘Yes, I guess you're right.’ Then 
I continue: ‘If you buy a new car 
for $2,000, and use your old car 
toward a down payment of ap- 
proximately $700, your notes for 
15 months would come to $70 or 
$80 monthly. Now suppose, Mr. 
Prospect, three months later you 
cannot continue your payments. 
What happens to your car? 
Doesn't the finance company have 
legal right to repossess your car? 
And, do you get any money back? 
Emphatically, no!’ 


“YOU CAN’T LOSE” 








“*However, Mr. Prospect, with 
most insurance contracts, after the 
second year, there is a cash value 
in your policy which the company 
will return on demand—without 
one question. Or, if you don't 
want cash, you can have a certain 
amount of paid-up insurance or 
the company will carry the full 
face amount for a certain period. 


wo» 


You can’t lose! 








A trustee candidate and his campaign 
manager: Mitchell Rosser, Phoenix Mu- 
tual, Boston, and William R. Robertson, 


Massachusetts Mutual, 
Boston association. 


president of the 
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ame Weneral American 


helps you pattern 
the campaign with the 
A & S$ TAILORED PACKAGE 





A complete program in a single package. 
Makes it easy to measure your prospect’s needs 
quickly and to show him visibly how the pro- 
gram fits his income, the work he does, and 
his family situation. It’s another visual aid sup- 
plied by General American to back up the 
efforts of men in the field. 


GENERAL AMERICAN LIFE 


A MUTUAL LEGAL RESERVE LIFE INSURANCE COMPANY 
ST. LOUIS, MISSOURI 

















AREER underwriters have found that 
Indianapolis Life is the spot where 
they can really build successfully. For 
here is a company offering all the elements 
that go to make for a happy, profitable 
relationship . . . thorough training courses 
- - + programming schools . . . tax and 
business seminars . . . aggressive mer- 
chandising materials . . . complete line of 
quality, modern, liberal, low-cost policies 
from birth to age 65 . . . life-time service 
fees and a pension plan that assures se- 
curity . . . and a cooperative, friendly, 
home office that makes selling a pleasure. 


DIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 


AGENCY OPPORTUNITIES IN Illinois, Indiana, lowa, Ohio, Michigan, Minnesota. Texas 
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-balanced company is, we believe, a company 
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A well 
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. whose financial position is strong 
. whose geographical market embraces a 
balance of metropolitan, town and rural 
areas 
. . whose policy contracts include all funda- 
mental coverages... 


a 


a company 
. whose contributions to its industry have 
been recognized as outstanding 
. . whose growth has been steady and uniform 
. whose size is sufficiently large to assure 
confidence and prestige 
... whose management, nevertheless, has 
never lost the common touch with agent 
and policyholder 
. whose reputation as a friendly company 
has been consistently upheld 


Fidelity is a well-balanced company 


IAA 





The 
FIDELITY MUTUAL 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 


== 


LIFE INSURANCE COMPANY 











‘(G=g 
“MUSIC to the 


Salesman’s Ear” 


Leads, leads, leads, leads 
Leads, leads, leads, leads 
Leads, leads, leads, leads 
Leads, leads, leads, leads 
Leads, leads, leads, leads. 


IF INTERESTED, WRITE TO 
STANDARD LIFE INSURANCE COMPANY 


HOME OFFICE: 756 S. SPRING ST. 
LOS ANGELES 14, CALIFORNIA 











Conquer Fear, Inexperience: O’Laverty 


(CONTINUED FROM PAGE 33) 





there, to make me think this way. 
For example, there was a partner- 
ship in Bluffton, consisting of a 
father and two sons. They had a 
thriving appliance business and I 
called on them in regard to pre- 
serving that business and that 
partnership in event one of them 
was removed from the picture. As 
a result they asked that I secure 
$5,000 protection on each of them. 
Six months later the father died 
of a heart attack, and two weeks 
after his death I delivered a $5,000 
check to the boys. They told me 
at the time and have told many 
people since, that without that pro- 
tection they would not be in busi- 
ness today. 

I feel that I did a real service 
to those boys, and I feel that I 
did a real service to the town, be- 
cause they are highly respected 
business leaders in the town today. 
If they had not had this protection 
the town would not be benefiting 
by their leadership today. There 
are many more examples; this was 
just one showing the good life in- 
surance men do for their communi- 
ties. 

After we have convinced our- 
selves that our services are needed 
in the community of course we 
must convince the people of this 
need. However, this will take care 
of itself if we do our job properly. 
Let us forget to figure the com- 
mission on every sale. Instead let 
us think about the good we have 
done to the person and his family 
to whom we have just delivered a 
contract. This will help you to 
understand what you are selling. 
The home office, I am sure, will 
credit you with the proper com- 
missions. 

The Bible says, “Seek ye first 
the Kingdom of Heaven, and all 
good things shall be given unto 
you.” Without seeming to be 
sacrilegious, I would like to para- 
phrase this verse. Seek ye first the 
good of your prospects, and many 
premiums shall be given unto you. 


Mental Blocks 


There are some “mental blocks” 
that prevent many salesmen from 
having this higher attitude toward 
what they are selling. The first of 
these is fear. Fear to call on 
friends and relatives and business 
associates in the town, afraid to 
make calls for fear that you will 
be turned down, or a fear that 
you will be bothering a busy man. 
Just keep in mind every busy man 
is willing to talk about his finan- 
cial future. That is why he is busy. 
Because he is preparing for the 
future and if you can show him 
how to secure the future I am 
sure he will be interested and give 
you time to talk to him, or you 
give him time to talk about his 
future. 

Every new salesman that I have 
ever worked with or dealt with in 
any way is afraid to call on his 
friends. If he does not throw off 


this fear within a very short tim 
he will not be a life underwrite 
very long. I am certainly gly 
that life insurance man did 1, 
hesitate to call on my uncle bag 
in 1931. If a new salesman dog 
not soon develop the feeling thy 
he would be doing his friends; 
very great disservice if he does ng 
call on them, then his career jy 
this business will be very short 
lived. 





WAYS TO HELP 





es 


When I develop a new friend. 
ship I immediately think of hoy 
I can be of service to him so thy 
his future and that of his family 
will be secure. I don’t want t 
have to cross the street because | 
am ashamed to meet my friends 
widow on the street just becaus 
I did not do my job. When I tak 
to a friend about insurance I can 
actually visualize him at 65 witha 
nice income for the rest of his life: 
I can see his children in some uni- 
versity with the expenses being 
paid by a guaranteed scholarship 
fund; I can see the development 
of a really true friendship because 
he can also visualize the same 
thing and actually thank me for 
bringing it to his attention, | 
have no fear of calling on my 
friends and relatives. I enjoy it 
because of the very obvious good 
I can do for them, more good than 
anyone else in the community. | 
have a fear, yes, a fear that I wil 
miss offering my services to some 
one before it is too late. 

Inexperience is another mentél 
block which keeps salesmen from 
developing the proper attitude to 
ward their product. I do not nee 
essarily mean inexperience from 
the standpoint of length of time in 
the business, because if a man ap- 
plies himself properly these faults 
will soon be overcome. I meat 
inexperience which is self-inflicted, 
inexperience which leads a man to 
think only of his commission on 
the sale, with no thought as to 
whether or not he is offering his 
prospect the proper plan, he mere- 
ly wants to sell a policy and run. 


HERMAN A. ZISCHKE 
Organization 
CONSULTANTS ON 
Employee Benefit Plans - Pension: 
Profit Sharing 


SAN FRANCISCO CHICAGO 
111 Sutter Bldg. 1 No. La Salle St 
Yukon 6-6568 Financial 6-1370 





AGENCY DEPARTMENT 
LOS ANGELES 


Rapidly growing agency Mutual Company over 
100 years old with almost 3 billion in force ! 
excellent opening for management training 
leading to General Agency appointment. Salary 
and overriding—Ages 25 to 35. Give qualifica- 
tions in personal production or supervisory e 
perience. Negotiations in confidence, if 
sired. Address N-23, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 
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Building Morale Simple but Exacting 


(CONTINUED FROM PAGE 18) 





doubt that many are satisfied with 
their execution of them. 

1. Proper selection and post se- 
lection. 

2. Adequate training: (a) to 
build confidence; (b) to eliminate 
confusion. 

3. Friendly agency associates. 

4, Opportunity for growth. 

5. Fair and equal treatment for 
all. 

6. An efficient office. 

7. Prompt and cheerful help 
when needed. 

8. Frequent personal contact 
with the agent, and genuine in- 
terest in him. 

9, Ample recognition and en- 
couragement. 

10. Keeping his wife informed 
and interested, and building her 
morale, too. 


AGENCY BUILDER 


These are certainly the common- 
sense functions of an agency build- 
er. We all know how to do them. 
If we perform them well we 
achieve job satisfaction. But if we 
perform them with the heart as 
well as the mind, we achieve 
morale, and loyalty, too, if that is 
not included. This is an oppor- 
tunity frequently overlooked by 
each of us in the pressure of busi- 
ness affairs. I should like to illus- 
trate the possibilities by a few 
examples: 

Take the item of adequate rec- 
ognition. In 1951 an agent passed 
the $500,000 mark in his produc- 
tion, earlier than any previous 
year in his experience. We picked 
up the telephone to extend con- 
gratulations, remembering that 
recognition is a morale function. 
We learned that the agent was 
spending the week-end with his 
wife in New York City, celebrating 
their wedding anniversary. With a 
little trouble we located his hotel 
(and here the heart stepped in) 
and: we sent the congratulatory 
message to his wife, together with 
an orchid. It arrived just before 
the dinner hour. The warmth of 
the hastily pencilled note, received 
from the agent the following day, 
was ample testimony that we had 
scored. 


Office Efficiency 


Here is a case of office efficiency. 
One of our agents applied for a 
policy on his 15-year-old son. Our 
new business clerk spotted it im- 
mediately and called it to our at- 
tention, It was processed prompt- 
ly but again the heart took over 
and we dispatched a personal letter 
of congratulations to the son. We 
wanted to make that boy feel good. 
We closed the letter with a highly 
complimentary remark about his 
wonderful parents. When that 
boy’s mother expressed her thanks 
on our next personal meeting we 
knew that the good will we had 
created was far greater than the 
effort we had made. 








We try to treat all agents fair- 
ly; and are really annoyed at men 
who come late to meetings. On a 
recent occasion when one man 
showed up late our first impulse 
was a reprimand. We squelched 
that, however, and were glad we 
did when we learned after the 
meeting that our agent was late 
because his child had suffered a 
severe injury as the result of a fall 
that morning. Naturally the tardi- 
ness was excused. But we went 
one step further. We dispatched 
a color-picture book to the injured 
child. The father’s greeting on the 
following morning was ample evi- 
dence that the impulse had been 
good. 


Avoid Problems 


Each of you could recite similar 
situations from your own experi- 
ences, Iam sure. But we don’t do 
it enough. If we constantly work 
at those ten cardinal principles and 
if we will think with our hearts as 
well as our heads, I doubt that we 
will have any severe morale prob- 
lems. 

But there is one more item to be 
considered. The 11th, if you please, 
which completes the squad, is the 
captain of the team. And I refer 
to your own morale. Make sure it 
is good before you build others’. 
Clear the atmosphere of doubtful 
factors — get right with your com- 
pany, with your agency program, 
with your agency associates, and 
especially with yourself. This the 
number 1 step in morale building. 

Now let’s talk about motiva- 
tion —the thing which adds the 
“zeal and determination” to per- 
severe — thus completing our sec- 
ond definition of morale. I am 
thinking of motivation which 
makes for higher individual pro- 
ductiveness. I think that part of 
our job has added significance to- 
day because of two factors. First, 
agents must produce more busi- 
ness in order to maintain their liv- 
ing standards in this period of 
rising prices and costs. Second, in 
an average twelve-man agency an 
increase of $100,000 per man is the 
equivalent of five new $250,000 
producers. 





ONE MAY SUCCEED 





Before discussing the “how” of 
motivation, let’s discuss the “who.” 
Purpose is the “open sesame” to 
higher accomplishment. It pro- 
vides the driving force of achieve- 
ment. It fixes the only ceiling over 
the earnings of a life underwriter. 
It is my conviction that a man 
may succeed far beyond his wild- 
est hope but never beyond his pur- 
pose. 

We must select them, either a 
man with a purpose or a man in 
whom we can develop a purpose. 
The best seed in the world won’t 
grow on barren soil. And since 
purposes vary greatly among men, 


it is obvious that motivation is not 
a “group” job. 

Our prospects fall in three class- 
es: First, there are some men 
who have a purpose (frequently 
that is what brought them into the 
life insurance business). I recall 
a young man fresh out of college 
whose single objective was to 
marry the girl of his choice. But 
they had decided that that event 
must be postponed until his annual 
earnings reached a certain amount. 
His purpose was to reach that goal 
in his first year. While he was new 
to the life insurance business he 
earned that sum, in spite of. the 
fact that it represented a very un- 
usual achievement for a man of his 
age and experience. What is more, 
he continued to earn that amount 
for several years thereafter, until 
his goal was raised to a higher 
level by a new purpose in life. 
When we find a man with a pur- 
pose, we should recognize it, we 
should encourage it and help it 
along, we should refer to it often 


and never let him lose sight of it. 
To motivate this man is no diffi- 
cult task. 


One Young Man 


Second, some men acquire a pur- 
pose without any help from us. I 
have in mind a young man who 
entered the business six years ago. 
In his first few months he learned 
of the Million Dollar Round Table 
and immediately decided that that 
should be his goal. He qualified 
for the round table after twenty 
months in the business, and by the 
end of his fourth year was a life 
member. Fortunate indeed is the 
general agent who has many men 
in either of these categories. 

The third group are those in 
whom a purpose must be born. 
This is by far the most numerous 
group and here is our challenge. 

Purpose rests on emotion as a 
base. The desire to accomplish is 
fostered by an antcipated emo- 
tional experience. The late Fulton 
Oursler said, “The rewards of our 





NOW! 


your ability and energy? 


General Agent: 


been waiting for! 


INSURANCE COMPANY * 





We need 


Life Insurance 
General Agents— 


We have hundreds of policyowners already in various 
Midwest territories, which makes it necessary 

to open additional offices immediately. 

Are you ready to join a fine old company? 

Are you getting the compensation you deserve for 


If you have written a good volume of life 
insurance during the past two years, we want 
to visit with you. We recognize and pay for ability. 
This opening is your opportunity to earn 
$7,500 per year! 
$10,000 per year! 
$15,000 per year or more! 


Here are the qualifications for this position as our 


* Our man must be a hard worker 

* He must be enthusiastic 

* He must be able to hire, train and inspire others 
* He must be between the ages of 30 and 50 

* He must be co-operative, sincere and honest 

* He must want to make money! 


Write NOW telling us how you meet these qualifi- 
cations. This may well be the big break you have 


ie 4 Farmers & Bankers Life 


HOME OFFICE, WICHITA, KANSAS 
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The Country’s Most Friendly Company 
OFFERS... 


@ Modern and attractive agent's and general agent's 
contracts to those looking for a permanent connection. 


@ Complete line of Life Insurance policy contracts from 
birth to age 65 with full death benefit from age 0 on 


juvenile policy contracts. 


Complete line of Accident and Health policy contracts 
with lifetime benefits. 


Individual Family Hospitalization contracts with surgi- 
cal, medical and nurse benefits. 


Complete substandard facilities. 
Educational program for field man. 


Strong, Progressive Company 
Older than 85% of all legal reserve life 
insurance companies 
COMPANY'S EXPANSION PROGRAM OFFERS 


Openings in California, Florida, Illinois, Indiana, Kansas, Michigan, 
Minnesota, Missouri, Nebraska, New Jersey, North Dakota, Ohio and 
Wisconsin. 


NORTH AMERICAN LIFE INSURANCE COMPANY 
OF CHICAGO 


NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 





























GREETINGS 


to the 


NATIONAL ASSOCIATION OF 
LIFE UNDERWRITERS 





BRINGING TO YOU A NEW WORLD OF y . 
r 


Insurance 


~ Company 
SEATTLE 4, WASHINGTON 


Roy L. McGinnis, President 

















labors lie in the victories of the 
heart.” 

To be a part of this process we 
must get close to the man. We 
must encourage him to talk and 
to express himself, to probe his 
thoughts and to keep his back- 
ground always in mind. Thus, we 
may find the spark which may 
ignite the fire of purpose. By sug- 
gestion and encouragement it may 
be nurtured to the point of burn- 
ing. Then, we may feed the fire 
with a plan of action and finally 
fan it into a flame with motivation. 

The sequence is well illustrated 
by two agents once associated 
with me. These men and their 
wives were close personal friends. 
One produced a substantial vol- 
ume of business annually, the 
other was always close to the bor- 
derline of failure. Over an ex- 
tended period a patronizing atti- 
tude developed with the more suc- 
cessful man _ and, incidentally, 
with his wife in their relations 
with their friends. The failing 
agent took this meekly, but when 
off guard you could almost see 
the smouldering resentment and 
the day-dream vision of conditions 
reversed. Then came an opportun- 
ity to suggest to this man that 
in reality we thought he had more 
talent than his more successful 
friend, but that it was being 
wasted because of his acceptance 
of mediocrity. For a minute there 
was a glow in his eye but it 
quickly died as he confessed that 
he could never catch up. But we 
didn’t let the matter drop there. 
As often as opportunity presented 
we let him know by various ways 
that we had much greater faith in 
his ability than he seemed to have 
himself. 


Asks for Help 


Gradually the thought took root 
and one day he came in the office 
asking for help in the preparation 
of a plan of action. At last he had 
decided to do something. We 
readily agreed to do all we could, 
and together we prepared a 12 
month plan which included a daily 
prospecting procedure, a four-let- 
ter series mail campaign, followed 
by a preapproach telephone call 
and then a sales presentation in 
which we drilled him until he was 
letter perfect. At every sign of 
progress we gave him encourage- 
ment and recognition. At the end 
of the third week he closed a diffi- 
cult case, which though not not- 
able for size, added materially to 
his self confidence. His progress 
became evident from the record. 
Every week his faith became 
stronger until at the end of 
eighteen months he finally passed 
his friend’s production. This hap- 
pened more than four years ago 
and that man has maintained his 
position throughout that time. It’s 
a gratifying experience to see an 
associate develop thus and to feel 
that you had a part in providing 
the motivation which brought it 
about. 

There is one more _ element 
needed to keep the fire burning 


brightly, and that is draft. The 
draft in our fire is faith. Our man 
must have faith in the plan and 
in what the plan will accomplish, 
He must have faith in himself. 
This we can help to build. It harks 
back to several of the morale 
building factors—to selection and 
training and especially to recog. 
nition and encouragement. Harry 
Emerson Fosdick says, “There is 
no unbelief. When positive faith 
dies negative faith steps in. A man 
either believes he can or believes 
he can not.” If we cannot sustain 
his faith all else is futile. If you 
cut off the draft, you kill the fire. 





Statutory Amount 
Limit for Group 
Life Opposed 


Opposition to a statutory 
amount limit for group life insur- 
ance crystallized at the meeting of 
the special committee on group 
insurance, headed by David B. 
Fluegelman, Northwestern Mutu- 
al, New York City, N.A.L.U. vice- 
president. The favored basis for 
restriction would be a sliding scale, 
perhaps 2)4 times annual salary for 
the lowest salary brackets and one- 
quarter or one-third of salary in 
the top brackets. 

Posibly there should also be a 
dollar amount, though Mr. Flueg- 
elman thought it might well be 
that if a sliding scale formula were 
properly drawn there would be no 
need for a top dollar limit, since 
only an infinitesimal number of in- 
dividuals would be able to qualify, 
by their earnings, for very large 
amounts of group coverage. 


N. Y. Action Questioned 


Oren Pritchard, Union Central, 
Indianapolis, said, however, that he 
felt too much weight was being 
given to New York’s action at the 
1952 session in removing the $20,- 
000 per life group limit and that he 
would like to see the committee 
and the New York state associa- 
tion try to get the $20,000 limit 
restored. 

Mr. Fluegelman pointed out that 
the public apparently doesn’t want 
a dollar limit. Spencer McCarty, 
executive secretary of the New 
York state association, reminded 
the committee that it was the bus- 
iness men of the state, not the 
companies, that were responsible 
for getting the limit removed. 

Mr. McCarty also mentioned the 
writing of group insurance to cover 
mutual funds’ investment pro- 
grams, saying that the New York 
department had just removed its 
recent ‘ban on such group coverage 
pending action by the legislature 
or an alteration of the mutual 
funds’ contracts to make them 
eligible under the present law for 
group coverage. The ban was based 
on the fact that the law doesnt 
permit group creditor insurance to 
be written where there is no obli- 
gation on the buyer to complete 
the installments. 
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Conference for Agents Is Sought 


(CONTINUED FROM PAGE 3) 





committee meetings, and what 
place agents and the group might 
occupy at every annual meeting. 
There can be no doubt but that 
the agents’ committee as at present 
constituted attracts only a pitifully 
small attendance at the annual 
gatherings. A few committee mem- 
bers are present and a few more 
agents not attached to the commit- 
tee, but there is no outpouring of 
the rank and file of agents. It can- 
not be said that the agents’ com- 
mittee is in any way representative 
of the views of agents as a large 
group and apparently the basic 
problem is increasing the atten- 
dance of agents at the agents’ com- 
mittee meetings and making these 
meetings much more important 
and useful and more in the nature 
of a sounding board for the views 
of all and sundry. There were some 
who indicated that so far as they 
were concerned, at the agents’ 
committee meetings those who at- 
tended were simply expected to 
OK the chairman’s report that had 
been drawn up and those having 
this belief feel that it would be 
preferable to have no advance re- 
port but that the report should be 
based on the discussions occurring 
at the agents’ committee meeting. 


Makes High Level Decisions 


Several times it seemed to those 
who were listening to the many 
who asked for the privilege of 
speaking that there are some 
agents who feel that the associa- 
tion’s General Agents & Mana- 
gers Conference is the dominating 
body of the National association, 
that it makes all of the high level 
decisions, decides the policies that 
the association is to follow, and is 
in effect a sort of super executive 
committee, with the result that the 
voice of the agent does not pene- 
trate too deeply into its councils. 

There is an element in the asso- 
ciation that feels the establishment 
of an agents’ council would have 
the effect of bringing about an 
equality of representation, that the 
agents organization would balance 
that of the general agents and man- 
agers and that such a set-up would 
make any decision made by the 
organization more representative 
and that in all cases the views of 
the agent would have the fullest 
possible consideration. 

Perhaps the necessity for in- 
creasing National association dues 
caused some of the agent members 
to ask just what it is that the Na- 
tional association is doing for the 
average man in the field, especially 
the one detached from a large city 
dnd hence somewhat out of touch 
with the current developments in 
the National association. It was in- 
dicated that getting new members 
of the National association is some- 
thing of a difficulty in the smaller 
cities and rural communities and 
that if there is to be an increase in 


the amount collected annually the 


association should have a setup in- 
tended to represent the agent more 
directly or in such a way as to 
make prospective members feel 
that the association has a demon- 
strable value for them. 

Until further investigation is 
made it is not possible for an ob- 
jective observer to be certain 
whether the expressed desire for 
an agents’ council represents the 
views of a relatively small total 
or whether it is something that 


is in the minds of agents on a 
country-wide basis. Whenever such 
a discussion occurs and views are 
expressed forcibly, it is easy to be- 
lieve that they indicate the exist- 
ence of something of a deep-seated 
feeling or possibly a movement but 
it could not be determined at the 
Tuesday meeting whether this is 
something that will increase in im- 
portance or whether it may not be 
adjusted satisfactorily through 
something of a change in the way 
the agents’ committee meetings are 
held. A complete understanding of 
it cannot be had until the Cleve- 
land meeting in 1953. 








N.A.L.U. HEARS FIVE TOP PRODUC aoe 
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Central, Cincinnati, chairman of 
the committee of women under- 
writers, presided, 

Nell F. Burns, New England 
Mutual, Birmingham, was program 
chairman. The welcoming address 
was given by Minna Hensley, 
Franklin Life, Salina, Kan., chair- 
man of this year’s Women’s Quar- 
ter Million Dollar Round Table. 
Instead of formal speeches, there 
was a parade of “leading ladies in 
life insurance,” women who have 
distinguished themselves during 
the past year with their production 
records and service to the business 
as a whole. 

Miss Burns gave a descriptive 
sketch of each and concluded by 
asking a few questions designed to 
develop personal characteristics. 
Each one being honored spoke only 
briefly. 

Those who participated were Bet- 
tie M. Boyd, Mutual Life, Troy, 
Ala.; Helen E. Haas, New York 
Life, Fargo, N. D.; Lesla Sabin, 
Federal Life, Chicago; Winnifred 
Pickering, Canada Life, Toronto; 
Lillian Mottier, Franklin Life, 
Rockford, Ill.; and Grace Wong 
Chow, Occidental Life, Los An- 
geles. Each wrote a million or 
more during the past year. 


Executive Secretaries Meet 


Wednesday afternoon the execu- 
tive secretaries of the state and 
local associations held their meet- 
ing which was handled by Co-chair- 
men Winifred L. Cornell, Detroit 
association, and James F. Brooke, 
Jr., Pennsylvania association. 
Speaker was Reuel W. Elton, gen- 
eral manager American Trade 
Assn. Executives of Washington, 
who gave a visual presentation. 

Wednesday was also the big day 
for C.L.U. A C.L.U. forum on 
chapter activities was conducted 
by Carl M. Spero, New York City, 
president of the American Society 
and in the evening the annual din- 
ner of the American College and 
American Society, including con- 
ferment exercises, was held. Presi- 
dent Spero was in charge of this 
affair and the diplomas were pre- 
sented by Dr. S. S. Huebner, presi- 
dent emeritus of the American 
College. The dinner speaker was 


President Robert L. Johnson of 
Temple University, Philadelphia, 
whose topic was “Sound Public 
Relations Spring from Sound Per- 
sonal Relations”. 


The business session of the Gen- 
eral Agents & Managers Con- 
ference occurred Wednesday after- 
noon with Chairman Charles W. 
Campbell, Prudential, Newark, in 
charge. 





Six Assns. Have Haddon 
Hall Headquarter Suites 


Five state associations and one 
local association have headquarters 
rooms at Haddon Hall, the head- 
quarters hotel. The room numbers 
follow: 

Wisconsin, 856; New Jersey, 
1034; Florida, 506; Colorado, 415; 
Boston, 834; Indiana, 309. 





Connecticut Open House 


~ The Connecticut group held an 


open. house. Wednesday evening 
with Robert C. Gilmore, Jr., Mu- 
tual Benefit Life, Bridgeport, N.A. 
L.U. candidate for secretary, as 
host. Connecticut has a contingent 
of about 40 on hand for the con- 
vention. 





F. GORDON BROWN 
J. H. BROWN 

R. R. BURTNER 

DALE CHRISTENSEN 
EDWARD W. CIMOCK 
LAWRENCE W. EARLE 
LARRY F. ELDER 

D. PAUL FANSLER 
OWEN L. FOLLOWELL 
EARL F. GOODRICH 
MARC F. GOODRICH 
CLIFFORD KNOWLER 
HOWARD KOEPKE 
HENRY W. KRUMWIEDE 
CARL LUTZ 

A. L. McILHERAN 
DALE MOORE 





1952 NATIONAL QUALITY AWARD 


W. L. MOSGROVE 
GORDON G. NORVELL 
JAY OVERHOLSER 

EARL E. PARMINTER 
JAMES H. RICE 

FRANK E. ROEHL 

JOHN F. SMITH 
RUSSELL E, SNYGG 
JOHN S. SPENCER 
CHARLES M. STEWART 
GLEN M. STEWART 
RAYMOND L. STOVER 
FORTUNE SULLO 

W. WELDAY THOMPSON 
ARTHUR M. VICTOR 
GLEN F. WAUGH 

A. A. WISTERT 





(Bankers Life 


INSURANCE COMPANY 





OF NEBRASKA 
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Hospitalization Life 


Accident and Health 


EQUITABLE LIFE & 
CASUALTY INSURANCE 
COMPANY 


404 SO. WEST TEMPLE 


SALT LAKE CITY 


Dr. R. E. ROSS, President 
J. P. ALLEIN, Vice-President 


RAYMOND R. ROSS, 


Director of Agencies 


Attractive Contracts for 
General Agents and Agents 


UTAH — COLORADO 
WYOMING — IDAHO 
NEVADA and ARIZONA 

















FITTING THE NEED 


The needs of clients, and their abil- 
ity to pay premiums, are the deter- 
mining factors in recommending 
personal protection programs. The 
ability of our agents to offer just 
what is needed is based on the fact 
that we have an unusually varied 
line of personal protection contracts. 


Washington National writes all mod- 
ern forms of life insurance and 
accident and health, and in addition, 
a number of special coverages, 
among which are: 


Non-can. hospital. 
Non-can. disability paying full 


benefits regardless of house con- 
finement. 


Hospital policy (individual or 
family) paying 120 days for any 
one disability. 


A-H policy paying 10 years for 
total disability, first year full 
benefits regardless of confinement. 


Special Accident policy paying 
monthly income, and in addition, 
reimbursement for medical ex- 
pense up to $1,500. 


Vision Impairment Annuity pay- 
ing monthly income for life for 
90% loss of vision. (Exclusive) 


Non-medical apps. considered on 
adult males to age 35, up to $7,500. 


Full information will be given to 
qualified persons who are at liberty 
to inquire. 


WASHINGTON NATIONAL 


INSURANCE 


EVANSTON, 


H. R. KENDALL, Chairman 


COMPANY 


ILLINOIS 
R. J. WETTERLUND, President 


G. P. KENDALL, Secretary 











Guon Tells How Teamwork Helps 
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ing premiums, a good idea which 
was immediately adopted. It was 
already apparent that the men 
liked to voice their ideas, and also 
apparent that some of their sug- 
gestions were sound. There were, 
however, a certain number of 
agents who for one reason or an- 
other never took part in these dis- 
cussions. They aired their gripes 
in the washroom or coffee shop. 
Therefore, to make certain that 
all agents had recognition we 
suggested at one of our meetings 
that the men elect from among 
themselves an agents’ advisory 
committee to the manager. 

The purpose of the committee 
was to represent all the agents on 
any matter which they felt would 
improve our team relationship. If 
an agent had a topic he did not 
wish to mention during the dis- 
cussion periods he could have the 
committee present it in the man- 
ager’s office. The agents, of course, 
welcomed the suggestion and after 
the assistant managers and I left 
the agency room they elected five 
men, all with 10 or more years 
of service. Incidentally four of 
those men were in the lower 60% 
record group. 

The committee has helped us in 
the planning of our training pro- 
grams for agents. It has been of 
invaluable assistance in improv- 
ing lapse ratio by prodding the 
agency staff into rendering better 
service on their debits. Most im- 
portant of all, however, the agents 
feel that through the committee, 
they now have the recognition to 
which all agents aspire. 

The teamwork concept, per se, 
of the entire organization is a good 
idea, but that, in itself, will not 
produce production results. There 
is no substitute for dealing with 
each agent as an individual be- 
cause records are made by indi- 
viduals. 


Hope for Action on 
New York Expense 


Limitation Law 


Spencer L. McCarty, Provident 
Mutual, Albany, chairman of the 
compensation committee, ex- 
plained at the committee’s meet- 
ing that the problem of expense 
limitation legislation is being re- 
appraised and he assumes action 
will be taken upon this problem 
by the 1953 session of the New 
York legislature. 

The future hope for some settle- 
ment of the problem lies with the 
work being done by the policy 
committee established in coopera- 
tion with New York Superintend- 
ent Bohlinger. A technical com- 
mittee and eight sub-committees 
are working under the policy com- 
mittee, and the reports of these 
committees are due before the end 
of September. 

N. A. L. U. representatives on 





the policy committee are Frank H, 
Wenner, Connecticut Mutual, 
Utica, Mr. McCarty and Benjamin 
N. Woodson, N. A. L. U. manag. 
ing director. 


Look Into Various Phases 


The eight sub-committees are 
investigating various phases of the 
problem. One is studying the pur. 
pose of the statute and attemptin 
to devise a philosophy of the lay, 
The second is studying the general 
character of the law, while another 
is investigating the aspects of the 
law as they relate to large and 
small companies. 

Other committees are consider- 
ing such topics as the phrasing of 
the law to prevent ambiguity, 
whether A. & H. should be in- 
cluded or excluded, the difference 
in enforcement of the law between 
foreign and domestic companies, 
uniform allocation and the ques- 
tion of the enforcement power of 
the superintendent. 

Chairman McCarty emphasized 
that these committees are attempt- 
ing to establish as new an ap- 
proach to the problem as possible. 
Attempts are being made to. ex- 
amine the problem without refer- 
ence to exicting legislation. 

Mr. McCarty pointed to two 
phrases contained in the Condon 
committee report, one, for the first 
time, publicly admitting that the 
law was in need of revision, and 
the other speaking of the great 
difficulty attending attempts to 
have legislation changed. 

One agent attending the com- 
mittee meeting inquired of the 
committee as to whether the com- 
pany can pay the agent more than 
he is being paid. A. J. Johannsen, 
Northwestern Mutual, New York 
City, answered him by referring 
to Superintendent Bohlinger’s 
speech of last June in which he ad- 
mitted the ambiguity of the law 
made it difficult to answer such 
questions. 


Figures Often Ignored 


Mr. Johannsen mentioned that 
one of the sub-committees has the 
problem of removing the am- 
biguity from the phrasing of the 
law so that such problems can be 
settled. : 

In citing some of the problems 
facing the committee in awaken- 
ing public officials to the extent 
of this problem, Mr. McCarty met- 
tioned a study of the commissions 
received by agents in New York 
state. It showed the average in- 
come of an upstate agent to be 
$4,500. 

No one in the insurance field 
disputed these figures, Mr. Mc 
Carty said, yet there has been 4 
complete disregard of them among 
state officials. These figures have 
been ignored, Mr.. McCarty said, 
because they are contrary to what 


the officials believe or wish to be 
lieve. 




















ASSURANCE COMPANY 


HEAD OFFICE—WINNIPEG. CANADA 











My Dad’s a 


Great-West Life man! 


Sure, he’s proud of his Dad. But he’s too young as yet 
to understand fully how his father, as a life under- 
writer, serves his friends and neighbors. As he grows 
older, he will come to know how people depend upon 
his father for advice and counsel in arranging their 
financial affairs. He will meet people who are enjoying 
a carefree retirement; he will see father-less families 
held together; at college he will have friends who have 
been assured an education: all because of life insurance. 
And he will know many people who have that wonder- 
ful feeling of security that comes with a well planned 
life insurance program. He’ll always be proud to say: 
“My Dad’s a Great-West Life man!” 


THE 
































9 America’s 


Greetings ! 




















